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* “It is well for a man to respect his own vocation, whatever it is, 

and to think himself bound to uphold it and to claim for it the 

x respect it deserves.” — Charles Dickens. 

’ PROFESSOR OFFERS 

, MORTGAGE SOLUTION 

a 

(reprint from the Financial Post) 

. What good is a low interest rate mortgage if you can’t get the loan in 
the first place? 

o We should overhaul our whole approach to NHA mortgage lending to 
put an end to the wild gyrations in Canadian housebuilding between peak 
activity and serious slump. 

*« 


Those are the views of J. V. Poapst, at one time an economist for CMHC 

and now assistant professor at the University of Toronto's school of 
business. 
*« 

He makes a very good case for bringing greater stability into the 
Canadian construction industry which is now beset by more bankruptcies 
than at any time in its postwar history. He proposes: 

1. Making the NHA lending rate more attractive to private lenders by 
* = letting it fluctuate freely with generally prevailing interest rates. 

2. Encouraging a larger and more stable supply of NHA funds by letting 
+ the banks make NHA loans at rates above the 6% ceiling now imposed 
by the Bank Act. 


Continued on page 14 
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PROPOSED AMENDMENTS TO C.A.R.E.B. BY-LAWS 


In accordance with the by-laws of C.A.R.E.B. all members are hereby notified of 
the proposed amendments which will be placed before the official delegates attend- 
ing the Annual Meeting of the Association, which will be held on Wednesday, 
October 5 at 11.00 a.m. during the Association’s Annual Conference. 
GENERAL AMENDMENT: Throughout these By-Laws the qualifying word “Active”, as it applies to classes of 
Members of this Corporation shall be eliminated. 
1. A. The following By-Law to be added to the section Corporate Seals and Capital: 
In the following By-Laws of the Corporation, the words “Corporation”, “Association” and/or “C.A.R.E.B.” 
shall be considered as being synonymous and as referring to “The Canadian Association of Real Estate 
Boards”. 
2. To be amended as follows: 


CONDITIONS OF MEMBERSHIP 

The Members of the Association shall consist of five classes as hereinafter defined: 

(1) Member Boards (4) Honorary Members 

(2) Individual Members (5) Affiliate Members 

(3) Regional Associations 

Member Boards (1): Any local Real Estate Board operating in a town, city, township, county or as an inter-counties 

Board and complying with the conditions hereinafter set forth, may be enrolled as a Member Board, provided that 

only one Local Real Estate Board shall be so enrolled for any one town, city, township, county or inter-counties. 

The conditions of enrolment are as follows: 

(I) The applicant Local Real Estate Board shall agree in writing, in a form satisfactory to the Board of Directors, 
to adhere to the principles of C.A.R.E.B. as set forth in the Charter and By-Laws of the Corporation, and to 
enforce a Code of Ethics not less stringent than the Code of Ethics as adopted from time to time by the 
Corporation. 

(11) The applicant Local Real Estate Board shall make written application setting forth the names and addresses 
of all of its members in good standing and forward the dues for at least one full year as set out in By-Law 
No. 51. 

(111) For the purpose of establishing dues and assessments and of determining eligibility to vote and to hold office 
in the Corporation, each Member Board shall maintain the following classes of membership, or the equi- 
valent classes, in its Board: (a) Active or Agent Members who shall be persons, firms or corporations actively 
engaged in the Real Estate business, (b) Associate or Salesmen Members who shall be persons employed as 
an official, employee and/or salesman by Active or Agent Members, (c) Affiliate Members, who shall be 
persons or firms who, while not actively engaged in the Real Estate business, are interested in the activities 
and objectives of the Member Board. 

(IV) The applicant Local Real Estate Board, where there is a Regional Association and/or a Provincial Association 
of Real Estate Boards in the region or province where the applicant operates, must be a member in good 
standing of such Regional and/or Provincial Association. 

Individual Member (2): Any individual maintaining or associated with an established real estate office, being ac- 

tively engaged in the real estate business and holding a real estate broker's licence, if such be required under the 

laws of the province in which he is operating, may be enrolled as an individual member. The conditions of enrol- 
ment are as follows: 

(I) The applicant shall agree in writing in form satisfactory to the Board of Directors to adopt and abide by the 
Charter and By-Laws of the Corporation and to abide by and enforce the Code of Ethics of the Corporation. 

(11) The applicant shall make written application for membership and forward the dues for at least one full year 
as set out in By-Law No. 53. 

(111) The applicant, where there is a Regional Association and/or a Provincial Association of Real Estate Boards in 
the region and/or province where the applicant operates, must be a member in good standing of such 
Regional and/or Provincial Association. 

(IV) There is no Member Board in the town, city, or county in which the applicant operates. 

Provided that the Membership of any individual Member shall terminate whenever he moves into the territory or 

jurisdiction of an existing Member Board or when a real estate board representing the town, city, township, county 

or inter-counties where his business is located shall be organized or enrolled as a Member Board of the Corpora- 
tion, or when he ceases to hold a real estate broker’s licence, if such is required, or when he ceases to be a member 
in good standing of the said Regional and/or Provincial Association of Real Estate Boards. 

Regional Associations (3): (a) Any duly incorporated Provincial Association of Real Estate Boards, or (b) Any 

group of Member Boards and/or ten or more Individual Members if there is no Provincial Association of Real 

Estate Boards, or (c) any combination of (a) and (b). 

There shall be the following Regional Associations: 
1. Province of British Columbia 
2. Province of Alberta 
3. Province of Saskatchewan Provinces of Nova Scotia and Newfoundland 
4. Province of Manitoba Provinces of New Brunswick and Prince Edward Island 

The applicant Regional Association shall agree in writing in a form satisfactory to the Board of Directors to 

adhere to all the Principles of C.A.R.E.B. as set forth in the Charter and By-Laws of the Corporation, to abide 

by the Charter and By-Laws of the Corporation in respect to all matters pertaining to the operation and the govern- 
ment of the Corporation, and to enforce a Code of Ethics as adopted from time to time by the Corporation. 

Honorary Members (4): The Directors may elect any person as an honorary member by unanimous vote of those 

present at a Directors’ Meeting regularly called, provided at least ten days’ notice of the name of the person to be 

elected has been given to each Director. 


Province of Ontario 
Province of Quebec 
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An Honorary Member shall not be required to pay any membership dues; he shall not be entitled to hold office 
in the Corporation, nor entitled to vote at the meetings, but shall have all other rights and privileges of member- 
ship. Such Honorary Membership may be granted for a definite period or for life, at the discretion of the Directors. 
The Directors may also elect as an honorary member, as hereinabove set forth, any person who, not being required 
to pay any membership dues, shall be entitled to hold office in the Corporation and entitled to vote at the meetings 
and have all other rights and privileges of membership. Such members shall be referred to as Honorary Life 
Members. 

Affiliate Members (5): Any person, firm or corporation interested in the Corporation and its objectives, but not 
actively engaged in the real estate business nor eligible for membership in Member Boards, may be accepted as 
an affiliate member upon payment of the dues as set forth in By-Law No. 54 provided that no affiliate member 
shall have any vote or be eligible for office in the Corporation. 

Members of Associations in the real estate field outside Canada, with whom the Canadian Association of Real 
Estate Boards has entered into reciprocal agreements for exchange representation and other mutual benefits, shall 
also be eligible for affiliate membership upon making application for such membership. Such members may also 
be referred to as Foreign Affiliate Members. 

3. To be amended as follows: 

Real Estate Boards shall be enrolled as Member Boards and firms or individuals shall be enrolled as Individual 
Members or Affiliate Members when their written applications have been received and approved by the 
Board of Directors or the Executive Committee. 

7. On the third line of this article the following words “The most recent Past-President holding Active Board 
Membership in the Corporation” shall be deleted and replaced by “The most recent Past-President who still 
continues to be an Active or Agent member of a Member Board.” 

8. The last four lines of this article to be deleted and to be replaced by the following: 

“provided that if any vacancy shall occur for an reason in this paragraph contained, the vacancy shall be 
filled by the election or appointment of a new director in accordance with article 43 (e) of these By-Laws.” 
18. A. The opening word “That” to be deleted. 
30. B. This article in our present By-Laws to be deleted and replaced by the following: 
There shall also be the following Standing Committee to be appointed by the President subject to the ap- 
proval of the Board of Directors or of the Executive Committee: Constitution Committee, Ethics Committee 
and Legislation Committee. 
36. To be amended as follows: 
The election of the President, the Vice-Presidents, and the Regional Vice-Presidents shall be by ballot cast 
by delegates only and shall be held at the annual meeting of the Corporation as hereinafter provided. 
(a) Member Boards having a membership of less than ten Active or Agent Members shall be entitled to one 
delegate. 
(b) Member Boards having a membership of ten to fifty Active or Agent Members both inclusive shall be 
entitled to two delegates. 
(c) Member Boards having a membership of fifty-one to one hundred Active or Agent Members both in- 
clusive shall be entitled to four delegates. 
(d) Member Boards having a membership of over one hundred Active or Agent Members shall be entitled 
to six delegates. 
(e) Individual Members present at the Annual Meeting shall be entitled to delegates in the same proportions 
as Member Boards. 
(f) Each delegate present in person shall be entitled to one vote. 
38. This article now to be numbered “39”. 
39. This article now to be numbered “38” 
40. The opening words “Any Member in good standing to be deleted and the following substituted therefore “Any 
Delegate”. 
43. To be amended as follows: 
At the annual meetings of Member Boards, Directors of the Corporation shall be elected from Active or Agent 
Members and eligible Associate Members of the said Member Boards as follows: 
(a) Member Boards having a membership to and including fifty Active or Agent Members shall elect one 
Director. 
(b) Member Boards having a membership of fifty-one to one hundred both inclusive Active or Agent Mem- 
bers shall elect two Directors. 
(c) Member Boards having a membership of more than one hundred Active or Agent Members shall elect 
three Directors. 
(d) Individual Members present at the Annual Meeting of the Corporation may elect directors, in the same 
proportion as Member Boards. 
(e) Should a Director resign, die or otherwise become ineligible the Member Board or Individual Members he 
represents shall respectively appoint or elect his successor. 
46. To be amended by the deletion of the last 22 words, “or by a petition signed by twenty percentum of the Active 
Board Members, Active Associate Board Members and Individual Active Members.” 
51. This article to be deleted and replaced with the following: 
The annual dues of each Member Board in the Corporation shall be based upon the number of (a) its Active 
or Agent Members, (b) its Associate, or Salesmen Members and (c) its Affiliate Members, and established in 
accordance with the schedule of annual dues determined by the Directors of the Corporation as hereinafter 
provided in article 55. The said annual dues of each Member Board shall be payable annually in advance to 
the Corporation. 


continued on page 23 
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How To list 
Residential 


by J. S. STEVENSON, F.R.I. 


In the June issue of this journal an article was published 
entitled “Why Not List Realistically”. This is one of the 
important phases in the listing of any property and I 
would suggest that you keep the comments from that 
article very much in mind while I try to cover the subject 
on a more general basis. 

It should be remembered that listings are the brokers 
stock-in-trade and without them it is obvious that real 
estate salesmen cannot succeed. In spite of this many 
brokers and salesmen pay little attention to this end of 
our business. 

At real estate conventions the subject of listings is 
nearly always on the agenda and many of those reading 
this article will have heard similar ideas to mine ex- 
pounded, but it is often by repetition that we learn to 
think and put into action some simple theory which is a 
money maker. 

Obtaining the listings is unquestionably the most im- 
portant part of my subject so I am listing hereunder some 
of the methods that can be used with some brief comments 
on each method. 

(1) By direct approach to owners of homes listed in the 

city directory. 

If the approach is made by telephone it must be done 

with diplomacy and directness i.e. “Hello Mrs. Jones, I 

am in the real estate business. I have often admired 

your home and as I am looking for one of a similar 
type for a client I wonder if you would consider selling 
yours?” This is just one example of a good approach. 

Soliciting listings by direct mail is done by a few com- 

panies with some success but I would not recommend it 

for salesmen. 

(2) By advertising for listings in the classified section of 

your local paper. 

This method brings the best results when details of a 

specific property are described i.e. “wanted for out of 

town client a seven room home in the west end of the 










a bird's eye-view of what's 


Mr. Stevenson is pres- 
ident of S.S. Stevenson 
& Co. Ltd., pioneer real 
estate firm in Winnipeg 
He was president of 
C.A.R.E.B. in 1957. 





city, close to grade school and Catholic church. Must 
have four bedrooms and family room. An opportunity 
to sell your home at a good price and get your equity 
in cash.” 
(3) By contacting owners advertising their own properties 
in local newspapers. 
Done regularly this method can be very effective but you 
do have to know all the answers as generally you will 
be dealing with people who are determined to save a 
commission. This approach is a study in itself and I 
hope it can be covered in a later article. 
(4) By placing sold signs on properties. 
Sold signs will very often bring to your firm the listing 
of a neighbor’s home. “Is that Smith and Company? 
I just noticed you sold 100 Queensway and as you sold 
it so quickly I wonder if you could help me sell my 
house?” This actually happens and very frequently you 
will find that this type of call is from a genuine seller 
with a saleable property. 
(5) By becoming well known in your community. 
How? By doing a good job in your service club, for 
your church, for sport organizations, et cetera. In other 
words getting to know people and convincing them you 
are not only a person of ability but a diligent, hard 
worker. You will find that most of the top residential 
realtors are active workers in their communities and 
it has not only repaid them by adding to their prestige 
but also in producing a high percentage of their listings. 
(6) By keeping in touch with the satisfied customers to 
whom you have sold homes. 
The old story — your satisfied customers are your 
greatest advertisers — holds true. They love to help you 
get listings and, shown some attention, will refer their 
friends and business associates to you when they in turn 
wish to sell. 
(7) By reading the obituary column. 
Some real estate lecturers will tell you this column can 
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See page 10! 





produce wonderful results but let me warn you that you 

must be very diplomatic. Try to find out through a 

friend of the family if and when a call might be ap- 

preciated or try to get the friend to give you informa- 
tion as to whether or not a quick sale is anticipated. 

Then you are in a better position to assess the timing of 

your approach. You must use the utmost caution in 

this latter suggestion, keeping in mind our ethics. 

All of the seven methods listed above are known to 
nearly every salesman. How many of you are alert enough 
to utilize the majority of them? 

When you have made an appointment to inspect a pro- 
perty with a view to obtaining the listing there are several 
very important things to keep in mind. Take your time. 
This is your first opportunity to impress a_ prospective 
seller with your ability as a salesman. He is selling his 
most valuable asset, and therefore expects you to take 
time to discuss it thoroughly. Remember when it comes to 
price: “List Realistically”. 

Most firms have a good listing form. Fill out the form 
properly and in detail. I believe every room should be 
measured with a tape so that the information you give to 
prospective purchasers is accurate. This is especially im- 
portant when listing a property on the Multiple Listing 
System. Our own salesmen have been embarrassed on 
more than one occasion by getting erroneous information 
from a multiple listing. They have wasted the time of the 
vendor and themselves by showing a property with a liv- 
ing room about two-thirds its listed size. When this hap- 
pens it means other agents lose confidence in your listings. 

Be sure to get the taxes, heating bill, and mortgage 
information accurately. Owners are notorious for for- 
getting these details but usually do not hesitate to guess. 
It is wise whenever possible to check any information 
given to you before quoting the property for sale. In- 
accuracies quoted to a prospective purchaser will make 
him lose faith in you and your firm. 

New salesmen usually believe that listings are only im- 
portant in a tight market. They believe that, when there 
is a surplus of listings it is unimportant to go after them. 
Nothing could be further from the truth. When 
prospective purchasers are few and listings are numerous, 
it is at this time that the buyer is harder to please. He 
usually spends more time in looking and comparing than 
would normally be expected. 

Keep listing... list realistically ... list accurately and, 
Oh Yes! don’t forget to sell. 


MODERN OFFICE 
PHOTOS SOUGHT 


The Canadian Realtor is interested in obtaining ex- 
terior and interior shots of some of Canada’s newer 
Real Estate Offices. 

If your office has been modernized or has some 
unique feature that would interest our readers we 
request that you send us photos with a little note iden- 
tifying each picture. 

The plea is made because of the many requests we 
have had from Brokers coast-to-coast. Each has wanted 
to know what other offices looked like in order that they 
might gain ideas for renovating their own. 

When this material is all in we will publish at least 
part of these pictorial displays along with shots of real 
estate offices in the United States. 

Please send your photos and notes to: The Editor, 
Canadian Realtor, 109 Merton St., Toronto 7. 
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IN THE NEWS 


VICTORIA — B.C.’s___ Attorney-General Bonne has 
warned the public against get-rich schemes in real estate. 

His staff is investigating what may turn into a million- 
dollar real estate scandal that involves private in- 
vestors who have complained that they were bilked through 
phony stock transfers. 

The A-G suggests that the public would be wise to seek 
($25 worth) legal advice from any competent lawyer, who 
could save them many times that in foolish investments. 

The information (to this date) indicates that a principal 
of several companies has been buying up equities in motels 
in exchange for fraudulent stock. 


TORONTO — “The reason why some builders are hav- 
ing trouble selling their homes’? quotes a Toronto Real 
Estate Board bulletin, “is that people are fed up with 
“rubber stamp” homes all alike in performance, appear- 
ance and function.” 

“Buyers have never.been realistic,” the report goes on; 
“they have been, hitherto, in a seller’s market and con- 
sequently didn’t have freedom of choice, nor a chance 
to display taste.” 

Exploring the motivations which suggest a home is a 
“status symbol’, the bulletin says that geographic loca- 
tion is a prime factor in a decision to buy. People will 
pay more for a home on a ravine or a wooded lot. They 
will also pay more for a home on a hill. The higher the 
home on the hill, the greater the cost. Homes in Beverley 
Hills near Hollywood bears out this claim. 


EDMONTON — Provincial Treasurer E. W. Hinman 
has warned the Calgary House Builders Association that 
the Alberta Government is not going into the money lend- 
ing business for housing construction. 

He suggested that the 150-member organization should 
form a “House Builders Finance Corp.” to make money 
available for construction. 

He said “In our monetary system money becomes a 
commodity ...and the more the government makes avail- 
able the lower the value gets. 

“In today’s financial structure it’s all right to spend all 
one’s earnings — but if you do there is nothing left to 
lend. When there is little to lend the lenders will offer 
their money where there is the highest return. 

“And, where the money supply is short those who want 
it are going to bid for it. “‘Those who don’t intend to pay 
the money back will offer the most,” Mr. Hinman declared. 


+ + + 


A young couple arrived at a theatre and the girl excused 
herself to visit the ladies’ room. The theatre being old had 
innumerable passages. Finally she arrived at a room which 
contained a chesterfield, chairs and a maid doing the dusting. 
The girl, breathing a sigh of relief at finding the ‘rest room’”’ 
tugged her girdle into a comfortable position, straightened her 
stocking seams, re-did her face and exclaimed to the maid 
as she departed, ‘’| sure felt like a horrible mess.’’ 


Arriving back at her seat she said to her boyfriend, ‘‘Have 
| missed any of the plot?’’ 


He said ‘‘No . . . a maid was dusting and some girl came 
in, straightened her girdle and said she felt like a horrible 


“ 


mess. 











BIG SEA PORT 


SCENE OF 1960 
CONVENTION 


Toronto — the city that now ranks high in world seaports, will play host 
to the 1960 C.A.R.E.B. Convention being held October 2nd to October 5th 
in the Royal York Hotel. The Toronto Real Estate Board is now actively 


engaged in preparing a distinctive welcome. 


Hundreds of visiting delegates, some 
of whom have yet to visit Canada’s 
second largest city, are looking for- 
ward to some thrilling sights during 
their stay in Toronto. 

A goodly portion of those already 
registered have indicated on their 
application that they wish to spend 
several more days than the actual 
conference calls for, so that they 
might enjoy a holiday either before 
or after the affair. 

Many of these will want to visit the 
internationally-famous Casa Loma, a 
tourist treat perched high on Spadina 
Hill overlooking downtown Toronto. 
Built in the early part of this cen- 
tury, the castle houses some of the 
finest interior design and craftsman- 
ship found anywhere in the world. 
Beautiful tapestries, exotic inlaid 
woods; marble, glasswork and furnish- 
ings gathered from the world over; 
wine cellars; a stable large enough 
to house twenty families; lofty battle- 
ments offering a splendid view — all 
this will capture the undivided atten- 
tion of even the most indifferent. 

Although the world’s largest An- 
nual exhibition will be over by the 
time the convention commences, never- 
theless a trip through the C.N.E. 
grounds is still an impressive sight. 
Or, a ferry trip to the islands, a 
return trip costing only 40c will allow 
you to view ships arriving or depart- 
ing to many exotic places such as 
Panama, Morovia, Japan, Denmark, 
Australia and the British Isles. 

Toronto — the town that now ranks 
high in maritime world shipping will 
play host to the 1960 C.A.R.E. Con- 
vention being held this fall. 


EXTENDS WELCOME 

Harvey Keith, Convention Publicity 
Chairman of the Toronto Real Estate 
Board says “No one can afford to miss 
a convention”. He backs up his state- 
ment by a message found on following 
page. 

He also says, “This fall, at Toronto, 
the Toronto Real Estate Board are 
hosting the C.A.R.E.B. annual Con- 
ference. Right now I’m inviting you 
all to come and gather in some good 
ideas, because we’re going to have 
more inspirations at that conference 
than have ever been produced at any 
conference in history. 

“Usually C.A.R.E.B. has about six 
to eight hundred in attendance. This 


To: H. W. Follows, 
109 Merton Street, Toronto 


- 


7, Ont. 


I plan to attend the conference, and enclose my cheque for $ 


registration fee 


NAME 


I am a member of the 


Arrival date and time 


Below I have indicated exactly how I would like my name to appear on my identification badge: 


MY NAME 


See page 19 this issue for Hotel rates 
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CAREB. TORONTO CONVENTION 
OCTOBER 2nd to 5th, 1960 


It is understood that in the event I am unable to attend, this advance will 
be refunded to me, provided I advise you before September 15th, 1960 


Departure date and time 








year, at the Royal York Hotel, we’re 
out after 1,000 to 1,500 from all over 
our great dominion, and unless you 
register early, I’m afraid you may 
have difficulty getting reservations at 
the Royal York. Come and meet some 
of the fine people we have in our 
profession. 

“Come and get ideas on how to 
make money. One inspiration might 
keep you out of the position that a 
broker found himself in when a friend 
asked him “‘How’s Business?” He saic 
“It’s so quiet I can hear the overheaa 
piling up”. 

REGISTER EARLY 
H. W. Follows, Executive Secretary 
of the Canadian Association requests 
that delegates register as soon as pos- 
sible. Once again, he reiterates that 
the Royal York, largest in the British 
Empire, cannot hold rooms beyond a 
certain time. This extremely busy 
hotel (some 450,000 visitors flow 
through its several miles of corridors 
daily) —has set aside a large block 
of rooms on our advice, but will have 
to release them beyond a certain time. 


Make cheques payable to: 
Canadian Association of Real Estate Boards 


to cover the 


STATUS 


(Broker, Salesman, Guest) 


CITY & PROV. 


Board 


WIFE’S NAME 





Electric Heating increases 
electrical contract in this building 





Automatic 
Zone 
Control > 


lowers the heat 
when the building 
is not in use. How- 
ever, the building is 
always warm in the - ees er 
morning. The auto- == ee s 7 
matic 3-stage warm-up sees to that. Should employ- 
ees have to work evenings, there’s no need to heat the 
entire building. They flip the Zone Control switch to 
warm their zone... flip it back when they leave... 
heat returns to night setting. 
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“‘When you contract to install electric heating in a com- 
mercial building, money normally spent with other heat- 
ing contractors, goes to the electrical contractor,” says 
Louis Dreyer, who handled the electrical installations in 
the new Carretal Building, Mountainview, Georgetown. 


Today, you can increase your contract for wiring and 
equipment by as much as 300% when you install electric 
heating. You'll find your commercial customers are in- 
terested in electric heating. Wide-spread promotion has 
focussed their attention on its advantages. 


They will be particularly interested in the automatic 
zone control, because it lets them heat when and where 
they want. They’ll be sold on the fact that it reduces 
their heating costs. Customer interest like this can in- 
crease your profits... fast! 


For more information on the wide variety of Electric 


Heating systems you can offer your customers today, call 
your local Hydro. 


ONTARIO <*) "HYDRO | 








HOW CONVENTIONS 
HAVE HELPED ME! 


Last month, a member of the Toronto Convention publicity committee suggested that, as we were going 
to stress education during the 1960 convention, would it be possible to seek out brokers or salesmen 


who had actually benefitted from attending a convention. Not only was it possible . 


it was easy. Of 


several calls we made, not one failed to trace a sale or two back to something he had heard at a convention. 


Here is what four rising young Canadian brokerage firm principals have to say: 


HARVEY KEITH 





A native of Fredericton, Mr. Keith got 
into the real estate business in 1949 and 
became a broker in 1951. He is now 
director of 12 companies allied to the 
realty profession including his parent firm 
— Harvey Keith Realtor, housed in his 
own modern 3-storey 
fashionable Eglinton 
Toronto. 


building on 


Avenue West, in 


“About three years ago we formed 
a company in our office and had the 
company buy seven houses. We de- 
molished the Buildings and built an 
office Building on the site. 

“We made a good commission on the 
sale of the seven houses, and we made 
a good commission on leasing the en- 
tire office building. 

“Last week we sold the office build- 
ing for a half million dollars. 

“After three years we were still 
making commissions on the Project — 
The total 
$50,000.00. 

“IT got the inspiration to form that 
company at a Real Estate Con- 
ference.” 


commissions were over 
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NEIL LEWER 


Mr. Lewer has been in real estate for 
eight years of which 3 have been in 
partnership with L. Potechin under the 
firm name of Regional Realty Ltd., 
Ottawa. Mr. Lewer is a director of the 
Ottawa Board and is also chairman of 
the Programme committee. 

“Sometimes there is something more 
than money or ideas taken back from 
Conventions, 

“In my own case we 
deavouring to 


were en- 
create more listing 
ability and creativity within our sales 
force and I was using our weekly 
sales meetings to put across my 
points. The points I brought out were 
the same ones used by most brokers 
I know. With a completely new staff 
(no agent over six months in the 
business) I had little luck. 

“Listening to Walter Dayton talk 
on “Listing Residential Real Estate” 
at the CAREB Convention in Saska- 
toon I felt that he must have been 
looking into my sales meeting notes. 


“The renewed confidence from hear- 
ing someone else going over the old 
proven ways was worth more than the 
complete price of the convention.” 


+ + + 


EUGENE LAVOIE 


Besides an arts B.A. from Laval Uni- 
versity, Mr. Lavoie also has a degree in 
Pedagogy from the Ontario College of 
Education, Toronto. He became a part- 
ner in the 8-man firm of Romeo Pigeon & 
Lavoie Ltd., Ottawa in 1955. He is presi- 
dent of the Ottawa Real Estate Board. 


“At the last Montreal CAREB 
convention we had the pleaure of 
hearing Mr. Yarmon of Tankoos and 
Yarmon Ltd. speak on the subject of 
the offering of investment property. 
What stood out in his presentation 
was the importance he attached to a 
complete analysis of an income prop- 
erty in prospectus form. Since then I 
can attribute at least 8 sales to such 
a method of presentation, the last 





Salesmen Offered Unique 
Opportunity At Conference 


Salesmen’s day at the Toronto convention will 
feature J. C. Downs, Jr., a top-flight speaker who 
will speak on three subjects: “Outlook for general 
business”, “Outlook for money” and “Outlook for 


Real Estate’’. 


Any salesman who can beg or borrow the time 
and finances to attend this special session, will surely 
go home armed with enough knowledge to recapture 
his outlay, within days of his return. Besides, he will 
be provided the use of many other informative tech- 





J. G. Downs Jr. 


niques exposed at other sessions to which he can 


attend. 


Mr. Downs is chairman of the Real Estate Research Corp., economic counselers, 


Chicago 


He is also Partner of Downs, Mohl & Co., one of America’s largest 


management firms; Chairman of the Board, Miami National Bank, Miami, Florida; 
Director, Chicago Title & Trust Co.; Director of Goldblatt Bros. Inc., and director 


of Patrick Cudahy Family Co. 


He was awarded the only Doctor of Commercial Science Degree ever offered 
by a major university for academic contribution in real estate. The honour was 


given by the University of Florida in 1952. 


He is editor and publisher of the National Market Letter and Author of the 
Book ‘’The Principles of Real Estate Management.’ 


dating back just one month and being 
a seven unit apartment in Eastview, 


Ont. CANADIAN ASSOCIATION OF REAL ESTATE BOARDS 


“As far as I am concerned a real 
estate broker or salesman who wants 
to keep informed of the trends and 
methods of the times and keep abreast 


of the advances in his career, must 1 7th A n n u a | 
attend conventions.” 


R. G. WILSON, F.R.I. ( ONVEN ION 
Mr. Wilson is secretary of the firm of 
F. A. Wilson Realty Limited, Calgary, 
Alberta. The real estate firm specializes 





in property management, Insurance and ROYAL YORK HOTEL, TORONTO 
also conducts a practice as building con- 
tractors. 


Sunday - Monday - Tuesday - Wednesday 
Roy Wilson graduated from the 3-year 
C.1.R. Course and now holds a coveted OCTOBER 2nd to 5th 


Fellowship. 


“In 1955 I attended my first ——_—_——— 
C.A.R.E.B. Convention. At this time Registration Fee 
I was not very interested in organized a nea 
Real Estate but the convention was 
being held in Edmonton which meant FULL REGISTRATION — Brokers, Salesmen & Salesladies $50.00 


I did not have far to go. This fact, For Wives of Brokers & Salesmen $30.00 
together with the feeling of inade- 
quacy on my part, spurred me to go Above includes all Business Sessions, all Luncheons — Receptions — Dinners — 
and see how the “other fellows” did Final Banquet and all Entertainment. 
things. 

“I was greatly impressed with the DAILY REGISTRATION (complete day) $20.00 


evidence of the good planning and 
general organization of the conven- 
tion as well as the excellent speakers 
and panels. However, a “bull session” 
with another “Realtor” who had had SESSION REGISTRATION (meetings only) $10.00 
similar problems has paid off in 
dollars continuously ever since. I 
briefly explained to him my problem 
of not knowing where I was going or ee ee ee 


Includes all Business Sessions and Luncheon, Dinner, Reception or Entertainment 
for that day. 


Includes only Business Sessions and Luncheon for that day. 





how to get there and he explained | 
how he had gone through the same | ROYAL YORK HOTEL REGISTRATION | 
difficulties and through the services | (Register now) | 
of the world’s largest business en- | | 
gineering organization, his firm had Single Double Air conditioned 
grown to be the largest in his city. | twin beds Single Double | 
“CO 5s . | © BEDROOMS $ 9.50 $13.50 | 
n my return I discussed this | $10.50 $14.50 | 
matter with other members of the | $11.00 $15.00 | 
firm and we hired the same business | $11.50 $15.50 | 
engineers. Their fee was fabulously | , | 
high but we made it all back within | © PARLOUR BEDROOMS $13.00 $17.00 $15.00 $19.00 | 
six months in increased business. | $15.50 $19.50 | 
| © SMALL SUITES — Sitting room | 
“By talking to a fellow “Realtor” | and one bedroom . $25.00 $29.00 $30.00 $34.00 | 
at a C.A.R.E.B. Convention, I got the | 
“lead” that put me on the right track | [J STUDIO SUITES $25.00 $29.00 
in the Real Estate Profession. 1 (© MEDIUM SUITES — Sitting room | 
“Through attending C.A.R.E.B. con- and ae Seivonm ome oe ne one 
ventions I have realized that only | © LARGE SUITES — Sitting room and | 
through organized real estate can we | one bedroom ...... $35.00 $40.00 $45.00 $50.00 | 
assist each other to be successful in | to to | 
good times as well as in poor. This | $80.00 $85.00 | 
has encouraged me to take an active | i ; | 
part in my own local board, of which (See Page 13 for Conference Registration Coupon) 
I am a Vice-President this year.” | 
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PROGRAM 


C.A.R.E.B. 17th ANNUAL CONVENTION 


SUNDAY, 
9.00 a.m. 


10.00 a.m. 
12.30 p.m. 
2.00 p.m. 
2.00 p.m. 


8.45 p.m. 


MONDAY, 


8.00 a.m. 
8.45 am. 


9.15 a.m. 


10.00 a.m. 


11.00 a.m 


12.30 p.m. 


2.30 p.m. 


OCT. 2nd 


ROYAL 


OCTOBER 2, 1960 


Registration Desk Opens— 
Outside Room “A” 

Board Secretaries’ Council 
—Saskatchewan Room 
Board Secretaries’ Council 
Luncheon — Nova Scotia 
Room 

Bus Tour of Toronto 

Board Secretaries’ Council 
—Saskatchewan Room 
Coffee Party — Choral 
Group — Canadian Room 


OCTOBER 3, 1960 


Registration Desk Opens 

Music — 48th Highlanders 

Brass Band — Canadian 

Room 

Opening of Convention — 

Canadian Room 

Call to Order —H. P. Langer 
— Conference Chairman 

Welcome to Conference — 

A. G. Sanagan, President of 
T.R.E.B. 

Welcome to Toronto — 

Mayor N. Phillips, Q.C. 
Frederick G. Gardiner, Q.C. 

Business Session — 

Canadian Room 

Speaker — Earl Teckemeyer 

Topic — (To be announced) 

President’s Address 

J. A. Lowden, F.R.I., 
of C.A.R.E.B. 

Luncheon Session — Cano- 

dian Room 

Speaker —C. Armel Nutter, 
President of N.A.R.E.B. 

Business Session — 

Session 1: Is Your Business A 
Success? — S. L. Melton — 
Canadian Room 
a. Incorporation versus Pri- 

vate Ownership 
b. Branch Office versus 
Single Office Operation 
c. Commission versus Profit 
Sharing or Salary 

Session 2: Appraisal—Demon- 
stration Arbitration — Ball- 
room — C. McGee 


President 


6.00 p.m. 


7.00 p.m. 


TUESDAY, 


8.30 a.m. 
9.00 a.m. 


2415 


Z19 


2.30 


6.00 p.m 
7.00 p.m 


YORK HOTEL 


Reception — Canadian 

Room 

Dinner — Canadian Room 

Speaker — The Hon. John G. 
Diefenbaker, Prime Minister 
of Canada 


OCTOBER 4, 1960 


Registration Desk Opens 
Business Session —- 
Canadian Room 
Speaker: J. C. Downs 
Luncheon Session — Cana- 
dian Room 
Speaker: James E. Gheen 
Business Session — Cana- 
dian Room 
Panels—Residential Real Estate 
T.R.E.B. Education Committee 
Annual Meeting — The 
Canadian Institute of Real- 
tors — Quebec Room 
Reception — Canadian 
Room 
C.A.R.E.B. Cabaret — 
Dinner, Dancing and Enter- 
tainment — Canadian 
Room 


WEDNESDAY, OCTOBER 5, 1960 


8.30 am. 
8.30 a.m. 


Registration Desk Opens 
Round Tables (Ballroom 
and Room “A”’) 
Chairman — G. E. Calladine 
Table and Moderator 
(1) Appraisal 
—J. Strung, A.A.C.1., 
Toronto 
(2) Mortgage Financing 
—J. L. Boultbee, F.R.I., 
Vancouver 
(3) Management 
—Goodwin Gibson, S.1.R., 
M.A.1., Toronto 
(4) Builder-Realtor Relations 
—Bud Hyatt, Toronto 
(5) Shopping Centres 
—R. A. Salomon, 
Montreal 
(6) Rural Realtors 
—C. R. Purcell, Toronto 


5th 1960 


10.45 a.m. 


12.15 p.m. 


2.15 p.m. 


6.00 p.m. 


7.00 p.m. 


7) Co-op Apartments 
—Douglas Lockhart, 
Toronto 
(8) Advertising 
-—F. M. Philps, 
New Westminster 
(9) Residential 
—Sinclair Lewis, F.R.I., 
Winnipeg 


Business Session — Cana- 
dian Room 


Luncheon Session — Cana- 
dian Room 
(The Canadian 
Realtors) 
Speaker — A. Edinborough 


Institute of 


Business Session — Cana- 

dian Room 

Industrial — Commercial — 
Investment 


Topics and Personnel 


(1) Industrial Sales & Leas- 
ing—to be announced. 

*(2) Commercial Sales & Leas- 
ing (including Office 
Building Leasing & De- 
velopment) — R. Rankin, 
S.1.R. Montreal 

*(3) Shopping Centre Leasing 
& Development — J. A. 


Lowden, F.R.I., M.A.L., 
Montreal 

(4) Appraisal — to be an- 
nounced. 

*(5) Real Estate Investments 
(including Leasebacks, 


Mortgage Financing, etc.) 
—E. N. Yarmon, Toronto 


*(6) Land Development—4J. F. 
Kelley, Jr. S.I.R., P.Eng., 
Don Mills, Ont. 

(7) \.C.1. Division Formation 


—W. L. Mason 


Reception — King Edward 
Hotel 


Final Banquet — King 
Edward Hotel — Crystal 
Ballroom 


* Not Confirmed. 





LADIES’ PROGRAM 
SUNDAY, OCTOBER 2, 1960 


2.00 p.m. 
8.45 p.m. 


Bus Tour of Toronto 


Coffee Party — Choral Group — Canadian 


Room 


MONDAY, OCTOBER 3, 1960 


Luncheon — Fashion Show — Granite Club 


12.15 p.m. 


6.00 p.m. 
7.00 p.m 


iZ:1S 


p.m. 
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(Transportation will leave hotel at 11.45 a.m.) 
Reception — Canadian Room 


Dinner — Canadian Room 


Speaker — The Hon. John G. Diefenbaker, 
Prime Minister of Canada 


TUESDAY, OCTOBER 4, 1960 


Luncheon — Canadian Room 


Speaker — James E. Gheen 


2.30 p.m. 


Afternoon Tea and Make-Up Demonstration— 


Roof Gardens — Royal York Hotel 


6.00 p.m. 
7.00 p.m 


Reception — Canadian Room 
C.A.R.E.B. Cabaret — Canadian Room — 


Dinner, Dancing and Entertainment 


WEDNESDAY, OCTOBER 5, 1960 


12.15 


p.m. 


Luncheon and Hat Show — Scarborough Golf 
Club 


(Transportation will leave Royal York Hotel at 
11.30 a.m.) 


6.00 p.m. 


Ballroom 
Chairman — J. A. Lowden, F.R.I. 
Speaker — President Elect 


Reception — King Edward Hotel 
Final Banquet — King Edward Hotel — Crystal 





Back row, left to right —-C. McClocklin, Saskatoon (Dir.); S. J. Loshack, Prince Albert 
(Dir.); G. A. Hymers, Saskatoon (Dir.); J. S. Duncan, Moose Jaw (Dir.); L. Receveur, 
Saskatoon (Secty.); Bill King (exe. Cecty.) and Boyd MacMillan, North Battleford (Dir). 

Front row: R. H. McRitchie, Moose Jaw (2nd Vice.); R. L. Cawsey, Regina 
(Ist. Vice.); D. P. Woodley, Saskatoon, President; Joan Wheeldon, North Battleford 
(Exe. Secty.) and J. S. Walker, Regina, Past-President. 


D. P. Woodley has been elected to 
head the Saskatchewan Real Estate 
Association for the coming fiscal year. 
The convention was held in North 
Battleford in June. 

Other officers elected are: for Vice- 
Presidents — R. L. Cawsey, Regina 
and R. H. McRitchie, Moose Jaw. 
Boyd MeMilland of North Battleford; 
Trevor May, Regina; Cliff McClocklin 
and G. Hymers of Saskatoon; Louis 
Receveur and S. J. Loshack of Prince 
Albert and J. S. Duncan of Moose 
Jaw. 

Among the resolutions passed at 
the convention was one asking the 
government to change the real estate 
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licensing act to require that a broker 
applicant have at least 18 months ex- 
perience as an employee of a licensed 
broker. 

S. L. Melton, of Edmonton, a prin- 
cipal speaker, predicted that Canada’s 
gross national product will increase 
from $32 billion to over $50 billion by 
1970. During the next ten years our 
population will jump some 8 millions 
but this isn’t enough he said. We 
should encourage more immigration, 
“not only for the welfare of our 
business” Mr. Melton warns, “but for 
our preservation. If we don’t invite 
these people we may have them later 
whether we like it or not.” 


PROVINCE-WIDE 
SYSTEM SUGGESTED 


J. S. Walker, President of the Sas- 
katchewan Real Estate Association, 
who was succeeded by Doug. Woodley 
of Saskatoon, reported to the delegates 
that a _ province-wide co-op lising 
system is being studied. 

The service should aid in the suc- 
cessful sale or transfer of selected 
listings he said. 

Reputed cost of the service would 
approximate $16 per listing, which 
would probably be processed in Saska- 
toon using the S.R.E.B.’s_ present 
equipment. 


REGINA - SASK. 


Industrial Properties 
Sites Buildings 
Property Management 
Lease Backs 


W. Clarence Mahon 
350 Western Trust Bldg. 
REGINA 


MARSHALL LEES 


Agencies Ltd. 


Real Estate & Insurance 


Specializing in Commercial & 


Industrial Properties. 


Members of all 
Real Estate Boards 


Phone 2334 — 5547 
Hornstrom Bldg. 


Red Deer Alberta 











EDITORIAL — 


Continued from page 3 


Canada pays a high price for an 
NHA lending rate that is set below 
generally prevailing interest rates. 
Housing starts are running 40% be- 
low last year, in large part because 
NHA money is as_ scarce as hens’ 
teeth. In total, 262 construction firms 
went under in the first quarter of this 
year, 9% more than a year earlier. 
Mid-winter unemployment in_ the 
construction industry as a_ whole 
accounted for 25% of all Canadian 
unemployment. 

Right now, NHA lending is like a 
tap that’s turned off and on depending 
on whether the economy is at high or 
low ebb. When the tap is turned on, 
the flow of money helps pull the Ca- 
nadian economy out of its recurrent 
slumps. Can we learn to live without 
the full effect of this “stabilizer,” not 
just for the sake of the builders and 
their employees, but for the sake of 
the would-be home owner too? 

One result of the Poapst proposals 
would be this: Higher charges for 
NHA home owners because the NHA 
rate would move up closer to the rate 
on conventional mortgages. 

But let’s face it. The man who 
needs a low-priced house wants, above 
all, to be able to get a loan. He also 
wants to get a loan that involves a 
low downpayment and he wants to be 
able to pay off that loan over a long 
period. A 1% or less increase in in- 
terest charges is of secondary im- 
portance. 

Poapst’s suggestions — which are in 
line with construction industry think- 
ing — deserve serious consideration in 
official quarters. 


A. ia 


The highest golf course in the world 
is the El Alto Club at La Paz, Bolivia, 
12,000 feet above sea level. At that 
height an out-of-condition man wouldn't 
even be able to complete nine holes. 





PRESIDENTIAL REPORT 


by James A. Lowden, F.R.I., M.A.I., S.R.A. 


Employment in the real estate business has gone 
through a tremendous period of expansion. During 
the period 1949 — 1959, the number of people en- 
gaged in our industry had increased some 53%, 
exceeding any other sector of our economy, with the 
exception of Finance and Insurance. 

This has been a natural growth in view of the 
extreme buoyancy of the real estate market during 
that period, and because restrictions to enter the 
business were few indeed. 

We must recognize that many have entered our field with little or no 
qualifications, and while business was booming they had no difficulty in making 
a good living. 





It now appears that we are entering into an era of consolidation and 
stabilization. The days are over when just any one could be a successful real 
estate salesman or broker. A knowledge of the product, of the market, and 
the myriad of detail combined with practical experience and a sense of the 
business world will now be required to ensure a profitable operation. 

Thus we can anticipate that the rate of increase in our numbers will decline, 
due to 

1. A less rapid rate of growth in our economy. 

2. The enactment of laws in the majority of the provinces in Canada, 
through the efforts of organized real estate at all levels, which have raised 
the minimum educational and experience standards necessary for the 
licensing of real estate salesmen and brokers. 

3. Brokers are becoming more aware of the adverse effect that untrained 
and inexperienced personnel have on their business, and also the wastage 
in hiring sales personnel who stay with them only a short period of time. 
As well as reducing the number of entries into the real estate industry, 

these factors will also ensure that the applicants who do qualify are more 
likely to stay longer in the business, diminishing the turnover of personnel 
considerably. 

These changes will be for the good of the industry. We need more capable 
and qualified personnel who have chosen the real estate business as a vocation 
and fewer of the opportunists who are with us for a few deals and then seek 
new fields. 

As an industry we are now constantly seeking acceptance by the public and 
the business world, on a higher plane than we have ever previously aspired to. 
We even speak of professional status being given to real estate. This is indeed 
a goal worthy of our highest endeavors. 

It can be attained if we establish and adhere to certain educational standards; 
if in our day-to-day practice we act as professional people, dedicating ourselves 
to the service of the public and maintaining a code of ethics worthy of this 
great business. 

It will be a profession if each of us wish it so. For only through our 
combined efforts can we achieve this recognition; can we reach our ultimate 
objective. 





JAMAICA'S RIVIERA 


Delegates intending to take the post-convention Jamaica 
tour exclusively arranged for C.A.R.E.B. members, will 
enjoy the famous and fabulous Doctor’s Cave bathing 
beach, internationally-known playspot of Montego Bay on 
the Island’s north shore. Its powder-soft white sands and 
crystal-clear, translucent waters make it a lovely place to 
relax. For information write Bill Follows, C.A.R.E.B., 


109 Merton Street, Toronto 7. 
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LEGAL HINTS 


y 
DONALD G. BEATTIE, B.A. 


Donald Beattie is a member of the law firm 
of McCarthy & McCarthy — Toronto 


Many perplexing problems and inequitable results can 
be created and incurred from a taxation point of view if 
proper legal advice is not obtained with respect to the 
method in which a husband and wife take title to their 
marital home. 

For example, it is possible under certain circumstances 
in Ontario, at any rate, for a husband who has purchased 
a house and taken title in the names of himself and his 
wife as joint tenants to find that although he has made a 
gift to his wife which is subject to the payment of gift 
tax under the gift tax provisions of the Income Tax Act 
the entire value of the property may be dutiable in his 
estate for the purposes of the Ontario Succession Duty 
Act as if no such gift had been made. 

Prior to 1958, a taxpayer could make a tax free gift 
under the provisions of the Income Tax Act to his or her 
spouse, in any taxation year, in the amount of the greater 
of $4,000 or one-half the difference between the taxable 
income of the taxpayer and the tax paid thereon for the 
preceding taxation year. In 1958 this exemption was en- 
larged by an amendment to Section 112 of the Act which 
now permits (in addition to the forgoing exemption) a 
tax free gift by a taxpayer to his or her spouse of an 
interest in real property by way of transfer, assignment 
or other disposition of that property, to the extent of not 
more than $10,000. 


However, in order to qualify for the exemption, the 
interest in real property which is the subject of the gift, 
must be used as a place of residence for the donor and 
the spouse and the exemption granted by the amendment 
can be applied once only in the lifetime of a taxpayer. 
Thus, if a taxpayer makes a gift to his spouse which falls 
within the 1958 amendment but to an extent of less than 
$10,000, the maximum benefit of the amendment will not 
be obtained since he or she cannot, at a later date, use 
the unexpended portion of the $10,000. This result can 
often be avoided if proper legal advice is obtained by 
means of technical legal devices, which to the layman may 
seem absurd. 

Taxing statutes are, by their nature, extremely tech- 
nical and since it has been long established by the courts 
that they are to be interpreted and read strictly if the 
maximum benefit of the statutory exemption (conferred 
by the 1958 amendment) is to be realized by the taxpayer. 
Caution must be exercised to ensure that the legal tech- 
nicalities which make this possible are observed. 


The Parliament of Canada, in passing the 1958 amend- 
ment to the Income Tax Act, has created an exemption 
from gift tax which can be realized once in a lifetime by 
the married taxpayer. But, it has not attempted to estab- 
lish the procedures by which the taxpayer can avail 
himself of this exemption. 


In fact, it would be an extremely difficult, if not an 
almost impossible task, to attempt to define such pro- 
cedures, since the appropriate procedure to be adopted in 
particular cases depends upon a variety of factors such 
as, whether the taxpayer and his wife previously owned 
a house and how title was held, by whom the offer to pur- 
chase has been executed, consideration of applicable 
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provisions of estate tax and succession duty acts, and, 
the amount of equity in the property. 

The real estate agent cannot be expected to be in a 
position to advise his clients on these technical legal 
matters but he should at least, be familiar with the results 
that can be achieved by a purchaser, if proper legal advice 
is obtained. 


CHICAGO SURVEY 


Cliff W. Krueger, Northfield, Illinois, President of Home- 
finders Inc. and author and lecturer of Salesorama, 
recently completed a survey among 1,000 homeowners in 
the Chicago suburbs. 


1. WHAT IS THE MOST POPULAR ROOM IN YOUR 
PRESENT HOUSE? 


Room Number % 
Living room 519 49.5 
Family room 312 29.8 
Rec or rumpus 111 10.6 
Dining room 54 §.2 
Kitchen 42 4.0 
Bedroom 9 8 
2. WHAT STYLE DO YOU PREFER? 
Number % 

Ranch 389 38.0 
Colonial 349 34.0 
Split (all types) 202 20.0 
Two-story 42 4.0 
English, Tudor 

Spanish of Victorian 16 1.0 
Don’t know 20 2.0 


3. WHAT TWO THINGS DO YOU WANT IN YOUR NEXT 
HOUSE? 


Number % 
More space 770 64.0 
Location 503 41.5 
Schools 412 34.0 
Family room 402 33.2 
Transportation 102 8.4 
Neighbors 91 ta 
Modern Kitchen 71 5.8 
Shopping 23 1.9 
Architecture 18 LS 
Less space 14 +2 
Cost 23 1.9 
4. HOW MANY BATHROOMS DO YOU WANT? 
Families Wanted 
4 1 
208 1’ 
194 2 
471 2% 
84 3 
0 34% 
oo 4 
12 over 4 


NOTE: most responses indicated that they wanted more bath- 

rooms than they presently have, the differential being 1, 1% 

to 2. 

5. WHAT DO YOU LIKE BEST ABOUT YOUR EXISTING 
HOME? (more than one answer permitted) 


Number % 
Neighbourhood 413 42.5 
Home itself 380 39.2 
Transportation 296 30.3 
Location 290 29.8 
Shopping 209 21.5 
Ree room or area 84 8.5 
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Five Factors Working 
For Professional Lister 


The value of door knocking as a source for good listings 
was debated warmly by some of the panelists during a 
four-man session of “Listing Real Estate” at the B.C. 
convention. There was no decision on the matter, however 

Panelist Bert Edwards, past-president of the Salesmen’s 
division of the Vancouver Real Esate Board, said that 
in his opinion “proper listing is the basis of real estate 
ethics — because it is here that the agent or salesmen first 
deals with the vendor and then with other agents and 
salesmen.” 

A ‘professional lister’ Edwards stated, has five factors 
working for him. First, he must budget his time properly 
and ensure that he makes at least one new contact daily. 
Next, Edwards stated, he must be persistent — don’t 
abandon a potential vendor, he urged. 

Creative listing ability was his third factor. This is the 
art of developing a situation where the vendor wants his 
property listed, he noted. Enthusiasm for listing is also 
necessary, Edwards added, as is the ability to influence 
or affect the actions of others. 

Eldon Jacobson, chairman of the Abbotsford Division 
of the Westminster County Real Estate Board, urged 
Realtors to be honest with the public when listing pro- 
perties. He also suggested that those agents in the smaller 
centres get together over coffee one morning a week to 
discuss the newly-listed properties on their Multiple List- 
ing Service. 

Mr. J. ‘Huck’ Wenaus, chairman of the MLS Committee 
of the Vancouver Real Estate Board, called upon all agents 
and salesmen to devote more time to getting a property 
properly listed, suggesting that it was better to get just 
one listing thoroughly done a day than to do 20 a day 
using fifteen minutes on each one. The amount of time 
spent listing each property is indicative of two things — 
the value you place on making your time productive and 
the value you place on good listings, Wenaus added. 

Hugh Shortill of Toronto, chairman of the panel, sug- 
gested ten source of listings: (1) personal connections 
(2) old customers (8) referred clients (4) personal and 
Christmas cards (5) the SOLD sign you place on a house 
(6) classified ads in properties for sale (7) clubs or orga- 
nizations (8) news items (9) builders’ houses for sale 
and (10) builders’ advertisements. 


CALENDAR 


17th Annual 


C.A.R.E.B. CONFERENCE 
October 2-5, 1960 


Royal York Hotel, Toronto 
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MONTHLY CO-OP REVIEW 


SARNIA-LAMBTON 
= 


rs : 3 ae 
THE SARNIA-LAMBTON BOARD played host to guests from 
London, Chatham and Port Huron during their annual Ladies’ 
Night held at the Sarnia Riding Club. 

Among those attending were: President of the Sarnia Board, 
R. N. “‘Bob’’ Sloan and his wife; Ron Richardson, London 
O.A.R.E.B. Reg. Dir.; Bill Evans, President of the London Board 
and Bill Johnston, President of the Chatham Board. 


nilioss CO-OP SALES GRAPH 


of dollars 


50 


— JANUARY, 1960 


| | 
| 3| 
| 
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EFFICIENT CO-OP 
SYSTEMS NOTICED 


C.A.R.E.B. Members are racking up larger co-op listings 
this year. We have already mentioned in past issues, three 
large co-op listings: Chileo Ranch in B.C. (1 million acres 
for $2.5 millions); Streetville (1000 acres reputed to be 
set at $1.6 millions) and the $700,000 sale of the Canada 
Bread Property in Toronto. 

Lennox Real Estate of Toronto listed an 108 suite, 
3-unit apartment project in Mimico at $972,000 on the 
T.R.E.B. Co-op. 


APRIL 
JUNE 


| 3] § 8 





1960 


June, 


MONTHLY CO-OP Statistics for 
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C.I.R. EXAM RESULTS 


It is highly unlikely that any member of C.A.R.E.B. could express dissatisfaction 
for the manner in which the five year-old Canadian Institute of Realtors course 
has settled itself into the professional mechanism within the sphere of C.A.R.E.B. 


activities. 

No one really dared visualize, when 
the course was first launched in 1955, 
‘that it would have captured such a 


foothold in Canadian real estate 


education. 

Five years ago in 1955, the first 
students, 199 of them, commenced the 
3-year correspondence course, spon- 
sored by C.A.R.E.B. through it’s 
educational arm, the Canadian In- 
stitute of Realtors. The C.I.R. at that 
time arranged with the University of 
Toronto to conduct these _ studies 
through the extension school system. 


The following year 83 commenced 
the course and then in 1957, a further 
91 became students. 


The fall of 1958 saw another Uni- 
versity join forces with the Toronto 
school. The University of Alberta, 
using the lecture system, conducted 
classes both in Calgary and Edmon- 
ton. The enrollment for that year 
combining both the lecture and the 
correspondence students was: Toronto 
correspondence 143; Calgary lecture 
69 and Edmonton lecture 49. 


Bringing the statistics up to date 


for 1959-60, we find that (including 
those students published in this issue) 
there were: 

First year corr. 120; Calgary - 24; 
Edmonton - 25; no. passing - 83. 

Second year corr. 67; Calgary - 28 
and Edmonton - 25; no. passing - 104. 

Third year corr. 40; number pas- 
sing - 37. 

The foregoing figures show that the 
marked difference between those that 
enrolled in the first year and those 
who persevered to pass their examina- 
tions were 86, or overhalf. This drop- 
out figure was greatly reduced in the 
second year, when only 16 out of 120 
enrolled students failed to pass. 

The third year was equally good 
for only 3 students failed to qualify 
for pass marks. 


Another milestone was passed this 
year. The University of Manitoba, 
following the same curricular system 
as that of the University of Alberta, 
has commenced the same _ course. 
Students in Manitoba will now be able 
to enroll for the 3-year lecture course 
at that school. 


4 SCHOLARSHIPS 


Four scholarships are awarded annually 
to students in first and second year of the 
C.1.R. correspondence course. Scholar- 
ships are awarded to the top 3 students 
in first year and the top student in 
second year. Scholarship entitles the 
student to a further year of free studies. 


RUNNERS-UP FIRST YEAR 


H. W. Bleasdell 





Mr. Bleasdell, a 27-year real estate 
veteran heads his own 13-year old firm 
which specializes in apartments and 
middle-upper homes in Toronto’s north 
end. Prior to the formation of his firm 
he spent 14 years with Canada 
Permanent Mortgage Corp. 


D. Crook 





' ‘ 
An up and coming appraisal specialist, 


Mr. Crook (27) has been associated in 
that capacity with W. H. Bosley & Co., 
Toronto, for the past 18 months. He 
was born in England and_ studied 
Economics at London University. He 
immigrated to Canada in 1955. 





TOP STUDENT Ist Year 





ISOBEL H. CAMPBELL 


Born in Toronto, Mrs. Campbell 
graduated from Bishop Strachan School. 
She has 2 children, Barbara and lan. 
Since joining the firm of H. W. Bleasdell 
Ltd. in March 1955, Mrs. Campbell has 
been active in the Toronto Real Estate 
Board and was elected Vice-Chairman 
of the Womens’ Committee this year. 
Interested in community affairs, she is 
a member of the Sir John Gibson Chapter 
IODE and the Cradleship Creche. Her 
sales record indicates she is one of the 
leading women in Canadian real estate. 
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TOP STUDENT 2nd Year 





ABE WIEBE 


Graduate of Waterloo College with a 


B.A., he later became censor with the 
War Services Dept. during the war. After 
a post-war stint in the export-import 
business in Ottawa he journeyed to Kit- 
chener, started a realty business and is 
now President of Wiebe & Bacher Co. 
Ltd. He is also director of two other 


allied firms in the city. 


Mr. Wiebe was president of the K/W 
Board in 1957 and is now 
director of O.A.R.E.B. 


regional 


TOP STUDENT 3rd Year 






y 
G. LARKIN, A.A.C.I. 


Mr. Larkin completed fourth year 
articling with a property Management 
firm in Birmingham, Eng., before joining 
the Royal Artillery (1940-46) where he 
was awarded the Croix de Guerre with 
Bronze Star for bravery. He came to 
Canada in 1948 —joined the Van- 
couver Branch of the Royal Trust Co. 
and has since become Manager of the 
Property Management Dept. In June 
this year he was elected President of the 
Building Owners and Managers Assoc. 


C.1.R. RESULTS 


FIRST YEAR 


UNIVERSITY OF TORONTO 
HONOURS: (75% or over) 
BLEASDELL, H. W., Toronto, Ont. 
CAMERON, Mrs. J. M., Cornwall, 

Ont. 
CAMPBELL, Mrs. I. H., Toronto, Ont. 
CROOK, D. T., Toronto, Ont. 
CURTIS, F. T., Toronto, Ont. 
KEON, M. S., Centralia, Ont. 





FAZIO, A. F., Lethbridge, Alta. 

GAGNON, G. C., Montreal, P.Q. 
(Econ.) 

GELL, F., Toronto, Ont. (Econ.) 

GREENE, A. J., Toronto, Ont., 
(Econ.) 

HALANEN, G. E., Halifax, N.S. 

HARPER, E. G., Frederickton, N.B. 

JOHNSON, L., Lethbridge, Alta. 


LECTURE COURSE 
CALGARY 

PASS: (Subjects in brackets indicate 

supplemental examinations necessary). 
ADAMS, R. G. (Brokg.) 
ANTIFAEV, G. J. (Brokg. - Econ.) 
ASCH, M. L. (Brokg. - Econ.) 
BRETT, D. C. (Brokg. - Econ.) 
BURN, D. V. 
CHURCH, H. H. 
CLARK, J. R. (Brokg.) 
COLVIN, B. J. (Econ.) 
DICK, C. G. 
GEMEROY, C. H. (Econ.) 
HAMILTON, J. A. 
HULME, M. 


i HUGLI, B., Toronto, Ont. HUNTER, A. M. (Econ.) 

, LINHOLM, S. A., Toronto, Ont. new carne m, ; - vipa ated 1 

1 MORGAN, M. H., Toronto, Ont. ba naga W. BR. Sault Ste. a pM 

4 NIXON, W. L., Willowdale, Ont. _Marie,Ont = : nit Secesegai 

: POND, A. G., London, Ont. KASDORF, E. W., Saskatoon, Sask. ROBERTS, C. M. 

, RIVERS, P., Don Mills, Ont. (Econ.) SANDERS, C. L. 

4 ROYLE, W. D.. Toronto, Ont. LAFONTAINE, M. H. J. Ottawa, I ECTURE COURSE 

Ont. (Brokg. - Econ.) — EDMONT : 

PASS: (Subjects in brackets indicate LUGECH, W., Toronto, Ont. (Econ.) alia Ee (0! ON 

‘ supplemental examinations necessary). LYNN, B. A., Wheatley, Ont. (Econ.) HONOURS: (75% or over) 
AKER, D. A., Toronto, Ont. MANN, R. E., Simcoe, Ont. CURRIE, F. S. 
ARNOLD, F. J., Hamilton, Ont. penning Toronto, Ont. (Econ.) PASS: (Subjects in brackets indicate 

(Brokg.) OSBORN E, T. E, Toronto, Ont. supplemental examinations necessary). 

: BRISLEY, C. T., Toronto, Ont. PATERSON, G. M., Sudbury, Ont. BUTTAR, P. A. 
\ BULLIED, N. E., Lethbridge, Alta. PATTERSON, W. G., Montreal, P.Q. CUMMINGS, C. R. 
t, BULLOCK, H. I., Sault Ste Marie, PAUL, R. L., Montreal, P.Q. HAYNES, R. (Brokg.) 
in Ont. (Econ.) PERKINSON, We R., Lethbridge, KURYLO, ie. 
sy COLVILLE, C. A., Don Mills, Ont. Alta. KURYLO, F. 
le (Econ.) PURDY, A., Toronto, Ont. (Econ.) LUCAS, J. (Econ.) 
>d COPE, C. C., Ottawa, Ont. SCOTT, G., Lethbridge, Alta. MACKENZIE, J. 
le COVEY, L. R., Brantford, Ont. SMITH, F. M., Sarnia, Ont. (Econ.) MARTENSON, W. J. 
COWARD, G. L., Lethbridge, Alta. STARK, W. C., Toronto, Ont. (Econ.) NEEDHAM, G. I. (Brokg.) 
2 (Econ.) STIKUTS, A. E., Toronto, Ont. PROPP. R. C. 
DANIELSON, E. A., Lethbridge, STRACHAN, R. A., Oakville, Ont. RACKEL, W. 
Alta. THACKRAY, A., Lethbridge, Alta, 
DELANY, B., Ottawa, Ont. (Brokg. - Econ.) SECOND YEAR 
DOAK, A. O., Newmarket, Ont. THOMPSON, P. E., Sault Ste. Marie, University of Toronto 
(P.Mgt.) Ont. (Econ.) HONOURS: 75% or over) 
ELLIOTT, A. E. D., Montreal, P.Q. USATY, L. H., Byron, Ont. (Econ.) BAXTER, R. C., Winnipeg, Man. 
All Brokers and salesmen wishing this instruction are requested to register for the 
q C.1.R. Course as soon as possible. Further information can be had by writing to the 
A e Institute. 
(CLIP ALONG DOTTED LINE) 

To: CANADIAN INSTITUTE OF REALTORS, 

109 Merton Street, TORONTO 7, Ontario. APPLICATION FOR ENROLMENT 
nl. I hereby apply for enrolment in the Institute’s Course of Study to be presented through the Correspondence Division 
ear of the University Extension Department, University of Toronto, and commencing September 30th, 1960. 
ent 
ing [-] L enclose $100 as payment for the Ist Year’s Course 
= [-] L enclose $100 as payment for the 2nd Year’s Course 

to [-} I enclose $100 as payment for the 3rd Year’s Course 
‘an- 
Co. I agree to conform to the conditions of enrolment as set out in the syllabus issued by the Canadian Institute of 
the Realtors. I am aware that fees cannot be refunded. 
une 
the mee s , : 
ae Fill in Education and Experience Details — See overleaf. 


Signature 
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BELEC, P. L., Sault Ste. Marie, Ont. 
CAMPBELL, J. T., Toronto, Ont. 
EBBITT, W. H., Westmount, P.Q. 
FINLAYSON, K., Toronto, Ont. 
HARGREAVES, V. H., Richmond, 
B.C. 
KOFFLER, C., Toronto, Ont. 
KOSTIUK, J. M., Weston, Ont. 
McENTEE, D. J., Toronto, Ont. 
McRITCHIBE, R. H., Moose Jaw, Sask. 
MOORE, R. F., Duncan, B.C. 
PRATT, J. C., Scarborough, Ont. 
STEINER, E., Willowdale, Ont. 
SULLY, L. K., White Rock, B.C. 
SUTHERLAND, R. D., Toronto, Ont. 
THOMSON, W. N., Toronto, Ont. 
THORNTON, L. D., Toronto, Ont. 
WIEBE, A., Kitchener, Ont. 


PASS: (Subjects in brackets indicate 
supplemental examinations necessary). 

ALLERTON, A. S., Pickering, Ont. 

ARNOLDI, A. J. W., Toronto, Ont. 

BINNS, C. B., Toronto, Ont. 

BLYTH, J. R., Ook Ridges, Ont. 

BRAITHWAITE, M. E., Victoria, 
BC. 

BRYAN, T. P., London, Ont. 

CASE, W. R., Aurora, Ont. 

CLARKE, J. M., South March, Ont. 

CORISTINE, Mrs. W. C., Calgary, 
Alta. (Econ.) 

DAVIS, K., Quebec, P.Q. 

DESJARDINS, J. G., Montreal, P.Q. 

DURST, W. G., Toronto, Ont. 

EKLOVE, R., Montreal, P.Q. 

EWINS, G. M., Toronto, Ont. 

GERMAN, Mrs. S., Toronto, Ont. 

GERVAN, R. M., Brantford, Ont. 
(Acctg. - Econ.) 

HARDIE, G., Edmonton, Alta. 

HARWOOD, E., Don Mills, Ont. 

HOARE, W. S., Toronto, Ont. 
(Acctg. - Econ.) 

HOLLAND, C. H., Victoria, B.C. 

HUDSON, J. B., Toronto, Ont. 

KEFFER, H. F., Concord, Ont. 

KEITH, H., Toronto, Ont. 

KING, D. F., Toronto, Ont. 

LePAGE, D. E., Toronto, Ont. 


LESTER, J. J., Regina, Sask. (/con.) 
LEWIS, J. F., Scarborough, Ont. 
(Acctg.) 
McGLENAGHAN, J. C.,, 
borough, Ont. (Econ.) 
MacDONALD, J. R., Ottawa, Ont. 


Peter- 


MacKENZIE, J. D., Niagara Falls, 
Ont. 

MITCHELL, T. K., Willowdale, Ont. 

MOSS, A. E., Toronto, Ont. (Econ.) 

PETERS, E. C., Oakville, Ont. 
(Econ.) 


ROULET, B. C., Toronto, Ont. 
SMULDERS, P. J., Toronto, Ont. 
SNOEK, H. J., Don Mills, Ont. 
TANNER, C. A., Dartmouth, N.S. 
THRIFT, H. E., Vancouver, B.C. 
WEIGLUND, R. E., Downsview, Ont. 
WELSH, B. V., Toronto, Ont. 
WHITE, W. G., Toronto Ont. (Econ.) 
WILKINSON, B. B., Port Credit, 
Ont. 


LECTURE COURSE 
CALGARY 
HONOURS: 75°7 or over) 
JOHNS, W. F. G. 


PASS: (Subjects in brackets indicate 
supplemental examinations necessary). 
BARNES, J. T. (Econ.) 
BARRINGTON, J. W. 
BUTIER, F. L. 
COTE, C. Jr. (Acctg. - Econ.) 
CRYSTAL, M. (Econ.) 
DEFOREST, H. G. 
DICKSON, W. E. 
FRASER, J. A. 
GALE, G. E. 
HOLICK, E. M. 
HORNBERGER, S. E. 
HUGHES, W. L. 
JOFFE, C. 
JONES, W. N. 
KLAASEN, R. L. 
KRAUSE, A. E. (Econ.) 
MacDONALD, A. D. 
MacLEAN, E. F. (Appl.) 
MAES, R. S. (Acctg.) 


(Acctg.) 


MORTON, H. L. 
PURICH, F. T. (Econ.) 
REID, R. D. 

SMITH, R. J. (EF con.) 
TOOLE, J. G. 
WESTWOOD, W. H. 
SECOND YEAR 


LECTURE COURSE 
EDMONTON 

HONOURS: 75% or over) 
BUCKWALD, G. B. 
GRAHAM, E. B. 
LEARD, D. R. 
McAFEE, S. G. 
MacMILLAN, R. B. 


PASS: (Subjects in brackets indicate 
supplemental examinations necessary). 

BRYANT, A. E. 

DALE, T. H. 

GREIDANUS, N. 

LITEPLO, D. J. 

McMILLAN, M. S. (Acctg.) 

MOLSTAD, H. L. (Econ.) 

OAKIE, F. R. 

RUNKA, N. S. 

SMITH, A. B. 

STEWART, R. K. 

STOTT, G. A. 

SULLIVAN, J. K. 

WENGRENIUK, G. (Acctg.) 


THIRD YEAR 
UNIVERSITY OF TORONTO 
HONOURS: (75% or over) 


BOTTOMLEY, J., Mount Royal, P.Q. 

GROVER, G. W., Edmonton, Alta. 

HOLDOM, J. E. B., North Burnaby, 
B.C. 

HOLLOWAY, R. G., West Vancouver, 
BC. 

LARKIN, G., North Vancouver, B.C. 

POTECHIN, L., Ottawa, Ont. 

SENEZ, T. B., Montreal, P.Q. 

SHEA, T. N., Markham, Ont. 

STACEY, O. W., New Westminster, 
BX. 


APPLICATION FOR ENROLMENT: Print in block letters, or type. 


Name 

City Name of Board 
Home Address Province 
EDUCATION Year Did You Certificate EXPERIENCE 
—_ Attended Graduate or Degree -_oOoOooOo-"——— 


High School 
University 
Eusiness Schools 


Special Courses 
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Do you belong to a Real Estate Board 


Age 


Present Employer, Address, and Nature of Business 


Present Position 


Years of Experience in the real estate business 


yy 


Yr, 


Yr, 


esS 


PASS: (Subjects in brackets indicate 
supplemental examinations necessary). 
ANDREWS, G. E., Dorval, P.Q. 
BANNER, B. L., Cartierville, P.Q. 
BLACHER, B., Ottawa, Ont. 
BRENNAN, P. J., Pembroke, Ont. 


CRNCICH, W., Vancouver, B.C. (T. 
Plan - Ins.) 


DENVER, E. A., Vancouver, B.C. 
ELLIOT, J. A., Marwayne, Alta. 
EVANS, F. P., Calgary, Alta. 
FORD, J. H., Victoria, B.C. 
GADOURY, L., Welland, Ont. 
GIBSON, Mrs. M., Calgary, Alta. 


GOMERY, H. H., Kingston, Ont. 
(Econ.) 


HINDS, Mrs. E. M., Calgary, Alta. 
LAW, J. B., Victoria, B.C. 
LEWER, N., Ottawa, Ont. 


McKIBBON, W., Glanford, Ont. 
(Appl. - T. Plan.) 


McLAREN, S. L., Cornwall, Ont. 
MADDEN, C. E., Toronto, Ont. 
MOSES, J. S., Toronto, Ont. 
MULLIN, D. F., Toronto, Ont. 
ORR, J. N., Rosemere, P.Q. 
PHILP, K., Toronto, Ont. 
POULIN, R. E., Nelson, B.C. 


SPENCELEY, G., Hamilton, Ont. 
(Ins.) 


SPOONER, W. G., Timmins, Ont. 


VILLENEUVE, J. J., Sudbury, Ont. 
(Ins.) 


WONG, L. T., Calgary, Alta. 

ZIDNER, T. F., Toronto, Ont. 

NOTE: The foregoing graduates do 
not include those who wrote 
off supplemental examinations 
to complete their year. These 


students were notified by 
mail. 


Maritime 
Public 
Relations 


An incident recently occured which 
exemplifies how a local board can 
assist a broker to maintain his good 
reputation and, at the same time, turn 
an unpleasant situation into excellent 
public relations for the real estate 


profession. 
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The facts are these: a_ property 
owner, in the Halifax-Dartmouth 
area, who purchased a property about 
a year ago, appeared before the Public 
Works Committee upon receiving 
notice that his property was con- 
demned. The order instructed that the 
building be torn down within six 
months. 


The owner stated that he had been 
sold a bad bill of goods by the broker 
who had sold him the property, as he 
had relied on the agent to protect 
his interests. Also, he claimed, the 
property had a ten-year mortgage 
against it and this would have to be 
paid off on a building that would no 
longer exist. 


A local radio station read a state- 
ment authored by a member of city 
council which cited the case and at 
the same time condemned brokers for 
such practices. The statement was 
also published in the press. 


The Halifax-Dartmouth Board pres- 
ident, H. C. Delano, immediately 
started an investigation which re- 
vealed that the deal had _ closed 
approximately one month before the 
building inspector first viewed the 
property and, following this inspection 
the condemnation order was _ issued. 


As the broker, ignorant of the pos- 
sibility of condemnation, had _ been 
unjustly accused and _ considerable 
adverse publicity given the board, it 
was arranged to have Alderwoman 
Abbey Lane, Regional Vice-President 
Cecil Whynacht F.R.I., and President 
Delano appear on the H.F.C. Informa- 
tion Hour to discuss this matter in it’s 
entirety. 


This program, devoted to local and 
national news is quite popular in the 
area. 


In addition to completely airing the 
subject, Mr. Whynacht reviewed the 
ethical aims of C.A.R.E.B., while Mr. 
Delano discussed the work of the 
Board and the provincial licensing 
requirements for brokers and _ sales- 
men. 


Following this, a short resumé of 
Halifax’s re-development program 
was given. It was pointed out that 
there were several instances where 
board members were willing and able 
to assist in the program. 


The serious “Condemnation” in- 
cident was thus successfully exposed, 
and the board and it’s members 
exonerated. At the same time the 
public was offered a first hand look at 
the functions or organized real estate 
on a local level. 


West Coast 
Mortgage Picture 


JOHN L. BOULTBEE, F.R.I. 


Director & Gen 

Mer. of Real Estate Depts 
for Boultbee, Sweet 

and Co, Ltd., Vancouver 


Mm. 
ek 

There does not appear to be a 
serious shortage of conventional 
mortgage funds in this area at the 
present time. Interest rates on good 
housing loans are holding fairly 
steady at 7142% with some prime 
loans going through at 74%. 

The current policy of the Central 
Mortgage & Housing Corporation, 
both with respect to maximum in- 
comes, restriction of speculative loans, 
and sewage requirements, have cut- 
back the housing industry in this 
area by at least 40% of last year. 

There is an unlimited supply of 
lease-back funds for good national 
companies, several having gone 
through recently at a rate of 8.5% 
net, net, net, on a 25-year contract 
with 3—5 year renewals. 

Most of the funds are coming from 
large investors in the United States. 
There is, however, a shortage of lease- 
back funds for good local covenants 
who would be prepared, of course, to 
pay a much higher rate of return on 
the investment than a national tenant. 


The cut-back in National Housing 
Act loans has tended to place a higher 
demand on second and third mortgage 
financing in low to middle-priced 
housing, with the inevitable “puffing” 
of prices to take care of the bonus. 
Good second mortgages would com- 
mand a rate of 8 — 812% and would 
trade at discounts of between 15 — 
30%. 

Several cases have gone through 
the registry during the past few 
months of equity loans during con- 
struction, at rates of 16—18% on 
a 1-year contract. 


Briefly, no apparent shortage of 
conventional mortgage financing for 
prime residential housing at 712% — 
744%; good supply of funds available 
for national covenant  lease-backs. 
Restrictions on National Housing Act 
loans have cut-back house-building, 
shortage of lease-back funds for good 
local covenants at a lease rate of 
around 10%. 
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LETTERS — 


TO THE EDITOR 


Dear Sir: 
Re: June, 1960 Issue 
Page 12, “In the news” Hamilton. 

It appears that the remarks attributed to Mr. Gordon 
Hepditch are in error. 

In the United Kingdom any person, trained or un- 
trained, can set himself up as an “Estate Agent, Surveyor 
& Valuer” with no licence whatsoever. This extremely 
undesirable state of affairs exists largely because the 
Royal Institution of Chartered Surveyors —the oldest 
established professional body in real estate—has con- 
sistently blocked all efforts by other similar bodies to 
promote legislation to obviate the situation. 

The R.I.C.S. takes the attitude that any kind of 
restrictive legislation is undesirable and all that is 
necessary is for the general public to deal only with their 
members, thus assuring that they will be in the hands of 
highly skilled, ethical and properly controlled real estate 
operators! 

This is, of course, a splendid way of assuring that, if 
the public follow their advice, it is, ipso facto, obligatory 
for any person wishing to practice successfully to be a 
member of the R.I.C.S.! 

Fortunately or unfortunately —depending on which 
way you look at it— it does not work out like this; con- 
sequently malpractices exist, largely due to a “dog-in-the- 
manager” attitude adopted by the senior professional body. 





Very truly yours, 
J. Holland Hill, FALPA, FVI 
Melton Real Estate (Vancouver) Ltd. 


ED’S NOTE: Mr. Hill is referring to a report of an address 
delivered to the Annual conference of the Appraisal Institute 
of Canada. Mr. J. C. McGee, the speaker, is Senior Agent and 
Chief Appraiser of the Department of Highways (Ont.) 

Mr. McGee recommended that all land appraisers be licensed 
the same way it is done in the United Kingdom. Examinations 
of qualification to be conducted by the Royal Institute of 
Chartered Surveyors. 

Mr. McGee's feeling was that this would eliminate ‘’some 
persons who hold forth as court appraisers (and) whose 
testimony is nothing short of goobledegook, with the result that 
many are believed by jurists to be “’full of malarkey”’. 

“Every day an appraisal is given by some person who claims 
he is an appraiser and whose conclusions are erroneous or, in 
some cases, even fraudulent. (The) public needs protection 

(and) present practice is giving the A.I.C. a bad name. 


+ + + 
Dear Sir: 

As the news item appearing in the Canadian Realtor 
of June 1960 (Page 12) might be construed to be the 
thinking of the Appraisal Institute of Canada I hasten to 
put on record that Mr. Hepditch’s speech in no way 
represents the feeling of the Institute. 

Attempts have previously been made in various sections 
of the country and no doubt more will be made in the 
future to bring in some form of licensing. In all these 
proposals investigation proved that the effect of licensing 
would create more problems than might be cured. 

Appraising is a judgment science. An appraisal is an 
opinion of value based on the best judgement of the 
individual appraiser. Best judgement is never an off-hand 
opinion but is the result only of diligent and conscientious 
study covering all facts and established trends which can 
be found in the market. 
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It is because of this that licensing is not the answer to 
the problem cited by Mr. Hepditch, as it would be im- 
possible to license appraisers on the basis of their judge- 
ment. Only by continued education of both the appraisers 
and the public will it be possible for us to achieve the 
standing warranted for a qualified appraiser. 

The second problem concerns the various fields in which 
appraisers are employed e.g. fee appraising, mortgages, 
assessing, taxation plus a multitude of other endeavors. 
The actual number of appraisers active in court work is 
only a small percentage of those engaged in appraisal. A 
form of licensing would unfairly penalize many qualified 
appraisers and in the long run work a hardship on all 
appraisers. 

On behalf of the Appraisal Institute of Canada may I 
express our appreciation for the coverage given to 
Appraisal Institute. 

Sincerely, 
President, Appraisal Institute of Canada 
J. W. Egerton, A.A.C.I., M.A.I. 


+ + + 


Dear Sirs, 

A recommendation that “appraisers be licensed as they 
are in England” was reported in your June issue (‘In the 
News”, Page 12) as having been included in the address 
of Mr. Gordon Hepditch to the Assemblage of the 3rd 
Annual Conference of the Appraisal Institute of Canada. 

Mr. Hepditch is to be congratulated for initiating 
publicly a train of thought which must have been running 
through many of our minds, and I am sure he will not 
object if it is pointed out that since he was in England 
the law has been changed and appraisers there no longer 
require a licence. The requirement that auctioneers and 
appraisers in England take out an annual licence was 
removed from the statute books some years ago, and in 
any case, such licences were really a form of business tax, 
amounting merely to the payment of a sum of money. 

Mr. Hepditch’s further suggestion that such licensing 
“follow the English system where appraisers have to be 
licensed through the Royal Institution of Chartered Sur- 
veyors” is also commendable in that he obviously considers 
mere licensing to be inadequate. A high standard of 
theoretical training coupled with practical experience 
should be a_ pre-requisite of licensing. However, as 
Secretary of the East Canadian Committee of the Royal 
Institution I must add that the Institution has no statutory 
power to license its members to practice — although, of 
course, one cannot be a Chartered Surveyor until one has 
had at least five year’s approved practical training and 
passed the appropriate examinations (which are held all 
over the world). 

I think Mr. Hepditch would agree that the matter is 
considerably more complex than it appears, involving other 
fields of real estate, and also the question of Provincial 
registration separately, or Federal Bill. This question of 
statutory registration and control of the “landed profes- 
sions” has also been discussed in England. In pre-war 
years there were many “general practitioners” who had 
specialist’ knowledge to varying extent in particular fields 
of real estate work; in post-war years there has been a 
considerable increase in knowledge and an improvement 
of etchniques which has resulted in much more specializa- 
tion. This tendency to specialization emphasises the need 
for an all-embracing Association where the various spe- 
cialists and general practitioners can discuss problems of 
joint interest and keep up to date on the work of their 
fellow-members. 


’ 


——_ rr 


O 


ad 
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Some of the more important and difficult problems 
presented by a proposal to register real estate work are: 
What is the type, or types, of work to be registered? Who 
should be included and who excluded? How are such 
decisions to be arrived at and by whom? A broad registra- 
tion covering everyone would necessarily include people of 
narrow experience and doubtful worth; selective registra- 
tion would deprive others of their livelihood and thus 
cannot be countenanced. It is interesting to note that the 
societies of the land in England are now considering the 
promotion of a Bill to register house and estate agents 
(brokers) only. 

As Mr. Hepditch implies, licensing or statutory 
registration alone will not enhance the value of a profes- 
sion in the eyes of the public, and without public esteem 
a ‘profession’ will not be a profession and cannot succeed. 
To maintain and extend the usefulness of the surveyor’s 
profession for the public advantage has always been, and 
continues to be, a guiding principle which the Royal 
Institution endeavours to observe in the conduct of its 
affairs. It owes its present position as the leader of the 
professional societies of the land in England to the high 
public esteem it enjoys; membership has grown from 
about 200 in 1868 to over 22,000 to-day, practising all over 
the world. This suggests that registration should not be 
too long delayed, otherwise it becomes a difficult task in 
the conflicting interests of younger societies and interests. 

Last winter, local Chartered Surveyors were happy to 
associate with—the Toronto Chapter of the Appraisal 
Institute of Canada and the Ontario Chapter of the 
American Institute of Real Estate Appraisers — in joint 
professional meetings. It is hoped that further meetings 
“an be arranged, and perhaps we should investigate the 
possibilities that: we are becoming over-specialized; there 
are too many societies in Canada having similar objects 
in the same fields of real estate to the confusion of the 
public (and of ourselves!) ; the time may have come for 
us to come together under one Canadian roof (and one 
subscription!). 

Until all the people engaged in the various branches of 
real estate are agreed on how statutory registration should 
be effected, it seems unlikely that any branch can achieve 
registration in a manner similar to that accorded to Land 
Surveyors, Architects, Professional Engineers, and the 
like. This, surely, should be our aim rather than licensing 
in the manner proposed for mortgage brokers in Ontario, 
or even the present system of brokers’ licences. 

This letter is longer than I intended, but even so there 
are other points which could have been mentioned. 

Yours very truly, 
Desmond R. Smith, 
B.Sc., A.R.1.C.S., M.A.I. 
Honorary Secretary 
East Canadian Committee, R.I.C.S. 


P.S. In case your readers are in doubt! The profession 
of a surveyor is defined in the Royal Charters of the 
Institution as the “art of determining the value of all 
descriptions of landed, mineral, and house property, and 
of the various interests therein; the practice of man- 
aging and developing estates; the science of admeasuring 
and delineating the physical features of the earth, and 
of measuring and estimating artificer’s work.” 

Chartered Surveyors therefore specialize in either 
brokerage, auctioneering and management; town plan- 
ning; land surveying; mine surveying; agriculture; 
building surveying; and quantity surveying. 


Dear Sir: 

I think that the June Edition of The Canadian Realtor 
was excellent. 

I particularly liked the sales articles you had in it — 
“Sell Emotions — not Stones”; “How to List Realistically” ; 
“Satisfying a Customer”; “Seat to Seat Time” and “Tips 
from the Lip”. 

Personally speaking I think this is excellent material to 
have in the Realtor and would certainly like to see this 
type of information continued. 

With sincerest congratulations for a very fine 
publication. Yours sincerely, 
Stan Melton, 
Melton Real Estate, 
Edmonton Ltd. 


OAREB FORMS AVAILABLE 





FORMS 
Offer To Purchase per pad (100) $1.50 
Exc. Auth. To Sell a «ange «COO BS 
Option To Purchase sat)" pg 1.00 
Offer To Lease oe ERT 1.50 
Offer To Exchange ke ogg ee 1.50 
7/55 Industrial & Comm. oe 1.50 
8/55 Summer Properties > 39 <6O) 1.25 
Sales Record Sheets ,, (100) 95 


c - o¢ COQ) 2.00 
», (100) 1.30 


Counter Offer 
Income Property 


BOOKLETS 
John Doe — complete set 1.50 
covers only 1.00 
forms only .50 
Salesman’s Handbook 2.50 
Educational Manual 6.50 
National Real Estate Journal 4.75 
(mailed each month direct to you) 
GENERAL 
Co-op Binders, small ring 1” aan 
large ring 2” 2.50 
Construction Pointer sheets, each .10 





PROPOSED AMENDMENTS continued from page 5 


52. This article to be deleted and replaced with the following: 
In January of each year each Member Board shall file with the Corporation the names and addresses of all 
of its Members, certified by the President and Secretary of the Board. The Member Board shall pay its an- 
nual dues for the current year to the Corporation upon the basis of such names filed, provided, however, that 
the names and addresses of new members enrolled by a member Board during the year shall be filed with 
the Corporation accompanied by appropriate annual dues. 


an 
w 


. This article to be deleted (no longer required). 


nj 


Members”. 


he subsequent articles 54, 55 and 55-A will be numbered 53, 54 and 55. 
5. (new number 54)—On the first line the words “Sustaining Members” to be replaced by the words “Affiliate 


61. The present article 61 to be deleted and replaced by the following: 
“The substance of the proposed amendments shall be submitted to the Member Boards and to the Individual 
and Affiliate Members of the Corporation by notice mailed at least thirty days before such annual or special 


meeting. 
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Real Estate 
Boards 


WILLIAM McFEETERS is shown presenting a cheque for $600 to William Holland, 
superintendent of the Oshawa General Hospital. The donation was made by the 
Oshawa Real Estate Board to swell the ‘‘Building Fund’’ of the hospital. 

Reading from left to right: W. McFeeters, President of the Oshawa Board; William 
Holland and Lloyd Metcalfe, chairman of the Civic committee of the O.R.E.B. 


FOR NEW SALESMEN 


AWARENESS OF CUSTOMER'S 
NEEDS ESSENTIAL — REID 


S. D. Reid, Director of Education 
for the Toronto Real Estate Board 
recently addressed a gathering of the 
Oshawa Real Estate Board. His topic 
was: “Training of new salesmen in 
the residential real estate field.” 


Mr. Reid stressed the fact that the 
ideal salesman will inspect his listing 
thoroughly in order that he might 
record the many features that would 
satisfy the requirements of certain 
families. 


Once he has listed a home he will 
select, from his prospect file, the 
family he feels would be most inter- 
ested in that listing. 


“Many salesmen work real hard at 
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securing a listing, but then go on to 
commit one or two bad errors. 

“They forget to contact their ven- 
dors to notify them what has trans- 
pired between the salesman and the 
shopper, after the house was 
examined. 

“They also fail to provide the ven- 
dor with market facts that would 
allow him to form a solid judgement 
of what his property should bring in 
the light of market action that is pre- 
vailing at the time it is for sale. 

“Canadians are impressed with a 
salesman who appears to know what 
he is doing and, will as a consequence 
gladly pay for skilled service properly 
rendered,” Mr. Reid said. 


Association of 


Executive Committee: 

Hugh McKeown, Ottawa, President 

Ken Raven, Kingston, Vice-President 

C. W. Rogers, Toronto, Past-President 

H. W. Follows, Executive-Secretary 

O. K. Teetzel, Secretary, 109 Merton St., 
Toronto. 

Regional Directors: 


Gordon Todd, Hamilton; Harold Hare, Bramp- 
ton; John Bowes, Peterborough; E. B. Fleming, 
Sault Ste. Marie; R. E. Sanderson, Port Credit; 
Hugh Hart, Niagara Falls; A. Wiebe, Kitchener; 
Ron Richardson, London; Roy Wymark, Ottawa. 


ELECT. HEAT. ASSC. 
HOLDS CONCLAVE 


Following the election of a new 
Board of Directors at their First 
Annual Meeting, the Electric Heating 
Association of Ontario has announced 
the executive officers for the 1960-61 
season. 

Re-elected for a second term as 
President is Mr. Gordon M. McHenry 
of Ontario Hydro. Vice-President is 
Mr. Gordon E. Marshall of Canadian 
Chromalox Co. Ltd. 

Other directors include: Mr. P. L. 
Rasmussen, Glassheat of Canada Ltd.; 
Mr. Robert E. Clarbrough, Northern 
Electric Co. Ltd.; Mr. Ivan S. Widdi- 
field, Ontario Hydro; Mr. Clayton A. 
Joice, Joice-Sweanor Electric Ltd. 
Port Hope, and Mr. Ray Pfaff, St. 
Catharines Public Utilities. 

The association predicts that one- 
third of all Ontario new starts, within 
the next decade, will be either 
“Bronze” or “Gold” medallion homes. 
The “Gold” will demand electric heat- 
ing off additional 100-amp. service, 
which will be offered at a lower kilo- 
watt-hour cost in some areas. At 
present there are 468 medallion homes 
in Ontario with the 1960 projection 
claiming 2,800 bronze and 450 gold 
starts, 





Canadian Realtor Editor Wes Mitchell 
(centre) shows Ray Pfaff (left) manager 
of the St. Catharines Public Utilities 
Commission and Keith Berry of Wesix 
Wireheat the latest edition of the maga- 
zine, at the E.H.A.O. convention held in 
the Casa Loma, June 15th, 





JAMES WOLSTENCROFT SHOWERS 
B.C. REALTORS WITH IDEAS 
ON “PROMOTION AND ADVERTISING” 


James. Wolstencroft, of Wolstencroft Agencies Ltd., 
New Westminster, and a director of the Westminster 
County Real Estate Board, provided delegates attending 
the B.C. convention with enough advertising and promo- 
tional ideas to last several years, during his talk on that 
subject. 

“Why do we advertise?” he asked in opening his talk. 
“To get buyers and sellers of property!” Mr. Wolstencroft 
suggested that people answering advertising could be 
called “suspects”, noting that they’re not a real prospect 
until you interest them in something. 

Advertising is not a number of unrelated problems, he 
stressed, but rather they are related and can be used to 
establish the image or reputation of your firm in the 
public’s mind. As one example he cited the office windows 
of firms which, if they are old and dusty and haven’t been 
changed for months, do not portray success. 

Too many times we don’t tell the full story of services 
offered by our firms, he stated, noting that this had been 
drawn to his attention graphically when he was helping 
prepare a brochure marking his firm’s anniversary. 

Advertising is the first or second expense of a real 
estate firm, Wolstencroft remarked, and research and 
analysis of advertising is essential to gain full value from 
it. 

Suggestions he made for more effective advertising in- 
cluded compiling your own dictionary in which to write 
down useful words and phrases. “Don’t trust your normal 
vocabulary” he warned, “get word power into your ad- 
vertisements”. 

Another suggestion, which he considered essential, was 
a diary for advertising. Results of all ads should be 
tabulated and analyzed since this tells you when to 
advertise. 

The public’s response is not always what you’d expect, 
he said. He suggested that Realtors should not be afraid 
to experiment a bit until they found out — from study — 
just what worked. In this way we were able to discern 
that January (in our area) was the time for advertising 
building lots! 

The day of the week you advertise can be important. 
Find out which medium is best on certain days and for 
certain types of property. Don’t necessarily follow the 
pack, he cautioned, but find your own most valuable ad- 
vertising times. Christmas can be a good selling time, if 
you use the right advertising technique and media. 


Advertising cost should be related to response obtained 
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Boards 


President: 
Fred M. Philps, New Westminster 


Vice-Presidents: 


a Charles B , Vanco +r: P. D. P. Holmes, 
Associa tion of Victoria are ee olmes. 


Past-President: 
Mladin G. Zorkin, Nanaimo 


Directors: 

Harold Chivers, Vancouver; R. E. Slinger, West 
Vancouver; Lynn K, Sulley, Surrey; Ronald E 
Dickie, Duncan; Thomas C. Lambert, Nelson; 
F. B. Urquhart, Vancouver; W. Hyndman, 
Cloverdale; L. E. Kirk, Victoria; Syd Hodge, 
Penticton; John Harvey, Quesnel 


and not to actual outlay, he stressed. You must have a 
good inventory and salesmanship to support advertising. 

Mr. Wolstencroft then touched briefly on the valuable 
use of other media — direct mail, radio, television, signs 
and brochures, calendars and novelties. In summary he 
stated that to get the best results, brokers should not be 
afraid to experiment. They should prepare material 
properly, budget adequately for the job to be done and 
keep records of every “suspect” obtained. 


HOW TO WRITE AN ADVERTISEMENT 
Dealing with actual preparations of advertising he felt 
that honesty, directness and simplicity were necessary. 
This should create the success factor 
means don’t oversell, he added. 


believability. This 


Your description must coincide with the impression the 
prospect will get when he looks at the property. If you 
oversell he’ll be disappointed. Leave something to be dis- 
covered as another asset, he suggested. 

Use of a checklist in advertising preparation was 
another idea Mr. Wolstencroft felt would help most ad- 
writers. His list looks like this: 

(1) Is there an attention attracter? 

(2) Has the strongest appeal been selected and a 
benefit offered? 

(3) Are the secondary appeals utilized? 

(4) Does the ad include the basics — price, size, loca- 
tion, schools, ete.? 

(5) Does the advertisement help select and qualify 
prospects? 

(6) Does it make it easy to enquire? Is the invitation 
extended? 

(7) EDIT the advertisement after you have written 
it. Substitute strong, active words for the lazy 
ones. 

(8) Close with an action-inducer. 

(9) Make sure it is written from the prospect’s view- 
point. 

(10) DON’T ABBREVIATE. Abbreviations are the 


technical jargon of our own business, not the 
language of the public. They are easily mis- 
interpreted, 


+ + + 


The world’s largest ranch is the Gang Ranch, British 
Columbia, which is over 3,900,000 acres. It is nearly 
3,000,000 acres larger than the King Ranch in Texas, which 
grew from 15,500 acres in 1853 to its present size just over 
a million, by 1932. 

Another large ranch, B.C.’s Chilco Ranch at Williams Lake, 


comprising of over | million acres is up for sale (co-operatively) 
at a price of $2,500,000. 
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PERSON TO PERSON 


LARAAAAALAAAKLTAAVVVVAVVVAVVAVVVVVVVVVGSSV PSPs Sse we eee 


“Ode to a Pioneer’ 


How do | know that my youth has been 
spent? 

Cause my get-up-and-go-has got up and 
went; 

But in spite of all that, | am able to grin 

When | think where my get-up-and-go 
has been 


Old age is golden, I’ve heard it said, 
But some times | wonder as | go to bed 
My ears in a drawer, my teeth in a cup, 
My eyes on a table until | wake up. 


Ere sleep dims my eyes, | say to myself, 

Is there anything else that | should lay 
on a shelf? 

| am happy to say as | close the door, 

At least my friends are the same as of 


yore. 
When | was younger my slippers were 
red, 
| could kick up my heels right over my 
head; 


A few years more my slippers were blue - 

But | could still dance the whole night 
through; 

Now | am older, my slippers are black, 

When | walk to the corner | puff my way 
back. 


What's the reason | know my youth is 
spent? 

My get-up-and-go has got up and went. 

But | really don’t mind when | think 
with a grin - 

Of all the grand places my get-up has 
been. 


Now | have retired from life’s competi- 
tion, 

| busy myself with complete repetition; 

| get up each morning dust off my wits 

Pick up the paper and read the obits. 

If my name is missing, | know I’m not 
dead, 

So | eat a good breakfast and 

GO BACK TO BED! 


E. C. Childerhose — Parry Sound 


Blane, Fullerton 
& White 


LIMITED 


Realtors, Financial Agents 
Insurance Managers 


Business established 1926 


517 Hamilton St., Vancouver B.C. 
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‘free trip’? 

. a Montreal realty company (Opera 
Realties), attempting to cash in on the 
burbling economy of West Germany is 
running a series of Ads in a German 
newspaper offering a ‘Free trip to Can- 
ada and return (tourist) if the principal 
puts up $50,000 or more to buy a 
“luxury’’ piece of property in Canada” 


Alberta spectacular 
. as usual they do things unusua! 


in Alberta, or at least, strange things 
happen. How about the farmer in the 
St. Michael’s district northeast of Ed- 
monton who claims that thousands of fish 
dropped from the sky into his field of 
wheat. He did better than that . . . he 
sent eight of the tiny specimens to radio 
station CJCA for identification. The 
dept. of Lands and Forests said they were 
five-spined sticklebacks, probably blown 
into the field by an unusual wind. Makes 
you wonder... 


lower taxes 
. a Vancouver newspaper, back in 


early spring, questioned the reason why 
Seattle, Washington, homes are taxed 
over a third less than a comparable home 
in Vancouver. Bud Elsie of the Van- 
offers examples that 
shows similar unit as: Seattle - $171; 
Vancouver - $297. Seattle is 200 miles 
south of Vancouver... 


couver Province 


strange minicker 
. hear tell there is a new housing 


development going into the suburbs of 


Portgage La Prairie, Manitoba. It’s 


drastic decrease 
in May, the Toronto Board 


estimated that a drop of $100 millions 
in Toronto construction was expected this 
year. Estimate was based on study. of 
building permits applied for or granted 


higher learning 

the Victoria University Building 

fund is $1,000 richer because of the 

generousity of the Victoria Real Estate 

Board. Four other cheques of the same 

amount to be given annually are also 
committed... 


CONTEST 


Due to holidays, the contest: 


“My Most Successful Sale” 


will not be judged until August 


Winners names will be published 
in the September edition. 








posh diggings 
. . . Lyford Cay development, a brain- 
child of Canadian Financier E. P. Taylor 
and colleagues, is setling lots up to 
$75,000. The project, started in 1958, 
involves some 4,000 acres of Bahamian 
land and seashore. $10 millions are ru- 
moured to have been sunk in the develop- 
ment to date... 


cause for concern 

. Compensation payments owed 

Alberta farmers for land expropriated for 

pipelines is long overdue. They may 

have to wait several years unless a new 

payment system is commenced, claims 
the Calgary Albertan.. . 


+ + + 


Heard tell of the minister who re- 
corded his Sunday speech on Saturday 
so that he could criticize and make the 
necessary corrections, after hearing it 
played-back. 


He fell asleep listening! 
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A Motor Vehicle 
for Every 2.8 Persons 


(1959 vehicle registrations in 
Edmonton: 98,249) 


NO PROVINCE IN CANADA HAS 
MORE VEHICLES PER PERSON 


No other medium offers more than a 
fraction of The Journal's Coverage in 
Central and Northern Alberta. 


The EDMONTON 
JOURNAL 


ONE OF THE EIGHT SOUTHAM 
NEWSPAPERS IN CANADA 


greater 
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REAL ESTATE 
DIRECTORY 


GENERAL REAL ESTATE 


@ BARRIE, ONT. 


Rogers and Connell 
One Dunlop East (PA 8-5568) 


@ BRANDON, MAN. 
Hughes & Co. Ltd., 
125 - 10th Street. 


@ BURLINGTON, ONT 
Canada’s largest town 

W. D. Hitchcox 

541 Brant St. NE. 4-2343 


@ CALGARY, ALTA. 


Burn-Weber Agencies, 
218 Seventh Ave. W. 


Cote & Hunt Ltd., 
41 Hollinsworth Bldg. 


@ EDMONTON, ALTA. 


Spencer & Grierson Ltd., 
10517 Jasper Avenue. 


Weber Bros. Agencies Ltd., 
10013 - 101A Ave. 


@ FORT WILLIAM, ONT. 


Willport Realty Limited, 
Fort William - Port Arthur. 


@ NANAIMO, B.C. 


December Roses on the Blue Pacific 
Nanaimo Realty Co. Ltd., 
Nanaimo Realty Block. 


@ OSHAWA, ONT. 


Lucas Peacock, Realtor, 
556 Simcoe St. N 


@ OTTAWA, ONT. 
C. A. Fitzsimmons and Co. Ltd. 
Realtors, 197 Sparks Street, 
Phone CE. 6-7101. 


P. Hubert McKeown, 
McKeown Realties Ltd 
169 Somerset St. W. (CE. 2-4806). 


@ PETERBOROUGH, ONT. 
Irwin Sargent and Lowes, 
441 Water Street. 


@ QUEBEC, QUE. 


Ross Brothers & Company Limited, 


P.O. Box 9 (Uppertown) 
LAfontaine 2-4091 


@ RED DEER, ALTA. 


Botterill McKee Cunningham Ltd. 
5002 Ross Street. 
Phone 2619 


@ SUMMERSIDE, P.E.I. 


Prince County Realties Ltd., 
Box 4, Summerside, 


@ VERNON, B.C. 
Mercier & Neil Realty Ltd., 
3302 Barnard Ave., 
LInden 2-4007. 


@ WINDSOR, ONT. 


U. G. Reume Ltd., 
802 Canada Trust Bldg. 
176 University St. West, 





PROPERTY MANAGEMENT 


HALIFAX, N.S. 
Roy Limited, 
Roy Building. 


VANCOUVER, B.C. 


Blane, Fullerton & White Ltd., 
517 Hamilton Street. 


IND. SITES — PROPERTIES 


CALGARY, ALTA. 


Cote & Hunt Ltd., 
41 Hollinsworth Bldg. 


FORT WILLIAM, ONT. 


G. R. Duncan & Co. Ltd., 
121 May Street. 


HALIFAX, N'S. 
Roy Limited, 
Roy Building. 


REGINA, SASK. 


W. Clarence Mahon, 
350 Western Trust Bldg. 


EDMONTON, ALTA. 
Melton Real Estate, 
10154 - 103rd Street, Phone 47221. 


Weber Bros. Agencies Ltd., 
10013 -101A Ave. 


EXPERT APPRAISALS 


CALGARY, ALTA. 


Ivan C. Robison & Company, 
716-Fifth St. S.W 
Phone AMherst 6-3475. 


EDMONTON, ALTA. 


Weber Bros. Agencies Ltd., 
10013 - 101A Avenue. 


HAMILTON, ONT. 


Spenceley Realty Ltd. JA. 8-7031 
Harry Spenceley, M.A.I., A.A.C.I., 
S.R.A., F.R.I. 


OTTAWA, ONT. 


C. A. Fitzsimmons and Co. Ltd., 
Realtors, 197 Sparks Street, 
Ottawa, Ont., Phone CE. 6-7101. 


ST. CATHARINES, ONT. 
Andy Hawreliak, Realto 


Dominion Building, MUtual 4-2324. 


TORONTO, ONT. 


Chambers & Meredith Ltd., 
24 King Street West. 


WINDSOR, ONT. 


I. W. Thrasher Real Estate, 
1596 Ouellette Ave., 
Phone CL. 6-2335 





TOP FLIGHT REAL 
ESTATE CONNECTIONS 
FROM COAST -TO-COAST 


@ General Real Estate 


© industrial sites 
and properties 


ideal store locations 
rural holdings __ 
appraisals 

property management 


Rates for Advertising 
in the Real Estate 
Directory: 
3 lines — 12 issues $45.00 
3 lines — 6 issues 29.00 


Additional lines $1.00 per issue. 
No charge for city and province lines. 


PROFESSIONAL 


LISTINGS 





Rates for Professional Listings 


ONE INCH SIZE 
For six insertions 
For twelve insertions ......... ........0.0..... .. 95.00 


FOR THE BEST INFORMATION 
ON B.C. REAL ESTATE 


Office buildings, industrial and revenue pro- 
perties, homes, building lots and sub-division 
ee 


ite, wire or phon 
BOULTBEE SWEET & CO. LTD. 
555 Howe St., Vancouver, B.C. MU. 1-7221 


WE SELL THE SUN PARLOUR 
specializing in 
Appraisals, Sales, Industrial 
We like to co-operate — Call 


I. W. THRASHER 
1596 Quellette CL. 6-2335 








"WESTERN CANADIAN 
APPRAISALS 


Arthur E. Jellis, M.A.I. 
ACCREDITED MEMBER: 
American Institute R.E.A. and 
Appraisal Institute of Canada 
MELTON REAL ESTATE LTD. 
Head Office, Edmonton, 
10154 - 103 St., Phone GA 4-7221 
Calgary, 534 - 8th Avenue West, 
Phone AMherst 6-867] 
Vancouver, 1701 W. Broadway 
Phone RE 6-0411 
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NEW BOOKS FOR REAL 
ESTATE PRACTITIONERS 


MANAGEMENT FINANCE 
PLEASE ORDER BY NUMBER ON YOUR LETTERHEAD 


84 How to Help Your Salesmen 
Produce More Business 
85 How to Close in Selling Homes 


SHOPPING CENTERS 


Shopping Centers — Principles 
& Policies 

92 Mistakes We Have Made in 
Developing Shopping Centers 


LAW SELLING 


ADVERTISING 


1 How to Get Profitable Listings 
Through Ads 


Real Estate Advertising 


Vogel 
Woessner Arnold 


N.1.R.E.B. 


Successful Real Estate Advertising Morton McDonald . 
; 91 
Hotchkiss 


Advertising Copy 
How to Use Classified Advertising 
to sell more real estate 


McKeever 


McDonald sical 
ichols 


APPRAISAL 


10 
iB 
12 
13 
14 
15 
16 
17 
18 
19 
20 


21 


22 
FA 


Appraisal Manual 

The Appraisal Process 
Condemnation Appraisal 
Handbook 

Appraisal Guide . 


Appraisal Terminology & 
Handbook 

Estimating Building Costs 
Appraisal of Real Estate 
How to Value Real Estcte 
Manvol of Appraisals 
Selected Readings in Real 
Estate Appraisal 
Valuation of Residential 
Real Estate 

152 Problems in Appraisal 
With Solutions 

National Construction Estimator 


RMING 


McMichael 
Schmutz 


Schmutz 
Society of Res. 
Appraisers 


A, LR.E.A. 
Dingman 
A.1.R.E.A. 
Teckemeyer 
Boeckh 


A.1.R.E.A. 
May 


A.L.R.E.A. 
Cal. Pacific Estimators 


Several texts are available upon request. 


FINANCE 


45 
46 
47 
48 
49 


50 


51 


52 
53 


Agricultural Finance 

Elements of Accounting 

How to Finance Real Estate 
Farm Records & Accounts 
Real Estate Investments & 
How to Make Them 

Real Estate Office Bookkeeping 
Simplified 

Limited Companies & Their 
Accounts 

Canadian Accounting Practice 
Canadian Mortgages 


LAW 


60 
61 


62 


Real Estate Law 
Summary of Canadian 


Commercial Law 


Law of Contract 


MANAGEMENT 


65 


66 


67 
68 


How to Operate a Real Estate 
Business 

Principles of Real Estate 
Management 

Real Estate Management 
The Modern Concept of Real 
Estate Admin. 


SELLING 


75 


74 
77 


—O 
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Please send cheque & order to: 


Real Estate Salesman’s 
Handbook 
Sales Ideas that Click 
The Successful Salesman 
How to Sell Real Estate by the 
Sell-An-idea Technique 
How | Raised Myself from 
Failure to Success in Selling 
eal Estate Selling Aids 
lling Home Property 
1g Real Estate 
uccessful Reol Estate Ideas 


W. G. Murray 
Ferguson & Crocombe 
McMichael & O'Keefe 
Efferson 


Hefti 
Ferguson & Crocombe 


leonard & Beard 
Woodard 


Kratovil 

Anger 

Cheshire & Fifoot 
McMichael 


Downs 
Bliss & Sill 


Calif. Assn. 


Cook 


Bettger 

King 

Geer 
McMichael 
Prentice Holl 


Canadian Association Real Estate Boards 
109 Merton Street, Toronto 7 


Ur Own 


GENERAL 


95 
96 


97 
98 


99 


100 


101 


102 


103 
104 


105 
106 


107 
108 


Culture of Cities 
Fundamentals of Real Estote 
Practice 

How to Plan a House 

How to Profit by Rehabilitating 
Real Estate 

How to Write Better Business 
Letters 

How to be Consistently 
Successful in Real Estate 
Introduction to Political 
Economy a 
Questions & Answers About 
Real Estate 

Real Estate Subdivisions 
Residential Real Estate in 
Canada 

Successful Publicity & Public 
Relations 

Urban Land Economics 
Neighbourhood Planning 
Leases — Percentage, Long & 
Short Term 


BOOKLETS 


109 


110 


11 
112 


115 
116 
117 


118 
119 
120 
121 
122 
123 
124 


125 
126 


127 


130 
131 


132 


13 
19 
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How to Make Money Speculating 
in Real Estate 

Monthly Amortized Mortgage 
Payments 

Real Estate Traders Handbook 
Sale — Leasebacks & Leasing in 
Real Estate & Equipment 
Transactions 

Co-operative Apartments 
Direct Mail Pieces 

Double Your Dollars by 
Knowing the Answers 
Greater Profits from Listings 
New Business from Old 
Pitfalls 

Real Estate Advertising 

Real Estate Exchanges 

Real Estate — It's Wonderful 
Real Estate Syndicates & 

How They Work 

Sales Ideas That Click 

The Successful Salesman 

The Modern Concept of Rea! 
Estate Admin. 

Pace of Progress 

Everyday Real Estate 

Hiring, Training & Financing 
Salesmen 

Estimating Market Price 
Learn to Trade 


OTHER MATERIAL 


Pamphlets: 


Helpful Hints for Home Sellers 
Helpful Hints for Home Buyers 


Mumford 


Atkinson & Frailey 
Townsend & Dalzell 


Geer 

Frailey 
Russell 
Bladen 


Semenow 
McMichael 


Firestone 


Semerow 
Ratcliff 
Kostka 


McMichael & O'Keefe 


Cadwallader 


Greenfield 
L.R.E.M. 
1.R.E.B. 


1.R.E.B, 
1.R.E.B, 
(.R.E.B, 
LR EB, 
1.R.E.B, 
1.R.E.B, 
1.R.E.8, 


LLR.E.B, 
ILR.E.8, 
ILR.E.B, 


Calif. Assn. 
N.1.R.E.B 
N.LRE 


N.LR.E 


Helpful Hints on Using the Co-operative 


Listing Service 
Construction Pointers 
C.A.R.E.B. Realtor Cuts for 


etterhead, etc 


C.A.R.E.B. Realtor Window Stickers 
C.A.R.E.B. Realtor Lopel Pins & Buttons 
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